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ADVERTISING AND SALES PROMOTION SURVEY 
See Page 22 


NSOEA CONVENTION REPORT 
See Page 32 
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A REVOLUTIONARY 
CONCEPT /N 
PENC/IL SHARPENERS 





WAG) HUSA 





BOM-BAY DISPOSAL 

For cleaner housekeeping! 
Sharpener simply slips off the 
bracket... BOM-BAY is opened 
over wastebasket...and 
PRESTO! EMPTIED! That’s 
all there is to it! 
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RAZOR-SHARP CUTTER 

Made by a unique new proces 

Guaranteed for 20,000 keen 

points. Safer, too. Twin cuttd 

are always enclosed! Fingg 
can’t touch them! 


SELLS! Bright, sparkling, new “see-it-all” display- 






package, with “magic-mirror,” shows the BOM-BAY Dis- 
posal, Intrigues the customer and sells at the same time! $ 95 
Irresistible to modern homemakers! Irresistible to your 1 
customers! Irresistible on your counter! Order today!... 


Plus FE1 





‘ 


i tein A. 
(ates os 


gs on the floor! 


bs 0 mess, no fuss, no shavin 


MODERN DESIGN Fe 4-POSITION BRACKET 


| With crisp lines to complement Mounts in any spot...in any 

the most fastidious decor, position...for convenience, for 
Choice of 5 decorator colors: appearance, for utility! Shar- 
red... beige...yellow... tur- pener locks in place on chrome- 
quoise... gray... plated steel bracket, 


“ PENCIL 
SHARPENER 


SWINGLINE, INC., 32-00 Skillman Ave., Long Island City 1, N.Y. 


Plus FE:! «.. the newest name in pencil sharpeners...the most honored name in stapling. 
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WILSON JONES 
NYLON 
PRONG 

BINDERS... 


WON'T TEAR SHEETS —WON’T BREAK OFF! the first roa 


improvement in report covers in a quarter century: Wilson Jones genuine pressboard 
No. 447 (N)‘‘Redi-Covers” with new flat Nylon prongs. Sheets won’t tear out, as with metal 
prongs. Nylon prongs last longer. They don’t kink. Frequent bending, for removal or addition 
of sheets, won’t break them. And, Nylon prongs can’t cut fingers. 7 sizes, 3 colors. Make sure 
you're stocked to answer customer demand. 





WILSON JONES 


209 S. Jefferson St., Chicago 6 
1000 South Elmora Ave., Elizabeth 2, New Jersey @ Elizabeth 3-8900 Code 201 





©Copyright, 1960, W. J. Cx 
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READER 


One of the many responsibilities 
that comes with my new assign- 
ment on MODERN STATIONER is 
this column—a space always well 
filled by our friend Editor Don 
Fischer. 

Keeping you informed of the be- 
hind-the-scenes activities of your 
magazine is one of the more pleas- 
ant tasks that fall into the baili- 
wick of the managing editor. 


A note on travel seems appro- 
priate here, since many of us have 
just returned to loaded desks from 
an enjoyable and educational stay 
in Chicago for the NSOEFA con- 
vention. While Don and I returned 
to the duties of finishing up this 
issue with the convention report, 
Publisher Harold (Shive) Shively 
and Jack O’Connor, our Eastern 
field editor, barely took time to re- 
pack their suitcases before hitting 
the road again. 

Shive, who is now headquartered 
here in Duluth, just took enough 
time to see his family and have a 
couple of suits cleaned before leav- 
ing on a trip to Illinois, Georgia, 
North Carolina, New York, Penn- 
sylvania and Wisconsin—in that 
order. Jack, who is stationed in 
New York, didn’t even return to 
his home port before beginning an 
extended editorial field trip around 
the Midwest. 


There are times when being 
desk-bound has its advantages. 
However, in addition to a week’s ac- 
cumulation of mail and deadlines, 
this is the time in these parts when 
we prepare the homestead for win- 
ter. So, who has Shive talked into 
bedding down his flowers and put- 
lng up his storm windows? You 
see, being on the road has its ad- 
vantages too. 
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HOW MANY OF 
YOUR SALES WILL 
WALK OUT... 








The world’s most complete line of office machines... 


the Remington full-line dealer now has them all! 








AND WALK 

A DEALER 
CARRIES TH 
REMINGTON 


A leading brand by a leading American manufacturer. 
Isn't that what your customers want and what you ve always 
wanted, too? 

Well, when you're a Remington full-line dealer you’ve 
got it! You can offer a full-size electric or manual type- 


writer, printing calculator, reliable, modern cash registers 


and adding machines, plus a full line of office supplies. 


And you can offer this sales clincher: quality engineering 
that speaks for itself in the name Remington —and is 
assured by the famous Remington “Life Test” Lab, the 


Most severe prov ing ground for office machines, 








Your Remington dealer-agent manager is the man to 
contact about this opportunity to build up your business 
—and your profits. He'll give you all details on this valu- 
able franchise including how it’s backed up at all levels 
with all the services and experience of Remington Rand. 

Or write: Remington Rand, Dept. MS-111, 315 Park 
Avenue South, New York 10, New York. 


7 bard 
OFFICE MACHINES 


Division OF BSBPERRY RANO CORPORATION’ 


- - - for more details circle 71 on last page 


Globe-Wernicke dealers 
profit with 


TECHNIPLAN |! 


Sell TECHNIPLAN ... and solve your profit squeeze problem, At the same 
time, you'll be solving the office squeeze problem for others. Here are a few of the 
many TECHNIPLAN sales features enjoyed by Globe-Wernicke dealers: 


Free-standing modular partitions that provide privacy 

Basic metal modular components that easily assemble into an L-shaped unit 
Exclusive Sec-Tray* stationery compartment 

Exclusive Arc-Swing typewriter platform 

Exclusive Desk Arm Slide with Visible Card Record Tray 

Exclusive pedestal file drawers that require no extra frame for hanging folders 


Investigate TECHNIPLAN’s profit-plan today. Learn how you can solve 
your profit squeeze problem. Write for complete information to Dept. DM-11. 


* ™M 
Res TM ec-Tray patented. 


TECHNIPLAN® means: 
. » more people in less space 
. . with more privacy 
. +. and greater productivity 


ee ae eS. ... Makes business a pleasure 


THE GLOBE-WERNICKE CO. + CINCINNATI 12, OHIO 
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REPORT 


“The so-called ‘deskless office’ trend reminds me a little of a ‘pocketless suit.’ 
It may be a dandy space saver, but you can’t keep your wallet up your sleeve. 
For example, where does a man dare put his wife’s picture but on his desk? Then 
there’s the problem of where an executive can keep his cigars, his golf balls and 
perhaps the work he’s putting off until tomorrow. Memo pads bearing the imprint 
‘From The Desk Of could hardly read ‘From The Sofa Of.’ And when the boss 
is away from his desk, where can his secretary say he’s away from? .. . I 
refuse to give up the secrets and comfort of the best friend an office ever had.”— 
William J. Dugan, public relations manager, Royal Metal Manufacturing Co., in 
a letter to the editor of Time about a story in that publication on “modern living.” 


Nikita Khrushchev, at a recent autographing session, tossed aside a balky Russian 
pen and whipped out another. “This one writes,’ he explained with friendly 
condescension. “It is American. You have to recognize when a thing is well made.” 
—Reported to the Fountain Pen & Mechanical Pencil Manufacturers Association’s 
Bulletin by Julius Kahn, president of David Kahn Inc. 


“The Bureau of National Affairs observes that retail and wholesale mergers are 
now approaching a post-war peak. Although specific examples cited are not in the 
office products industry, they do point up some of the problems facing stationers. 
Department stores, for instance, says the bureau, are merging at a fast rate. 
Reasons: To get cheaper volume purchases, lower unit costs of operation, centrally 


prepared advertising, better window displays. The savage fight with discount houses 
also has spurred the trend. The positive approach to combat is being shown by 
stores which are buying up discount houses, operating them under the old name or 
quietly opening their own.”°—NSOEA Newsletter. 


The economic outlook for the next 12 to 18 months is “strictly A-OK.” “Em- 
ployment will reach new record highs and unemployment, though still above pre- 
recession levels, will be well below recent levels. All this will occur without a 
substantial rise in prices.” The 1960-61 recession was the mildest of four down- 
turns since World War II and recovery has been “the quickest on record.”— 
A. J. Ashe, business research director, B. F. Goodrich Co. 


“In this day and age when things move so fast, stationers are gradually finding 
their business is being encroached upon by supermarkets and multiple stores. In 
the big towns especially, they have reached a stage where to exist the small 
stationer must be able to compete with his big brother in knowing the latest lines 
available and more important still, the way to sell them.”—Quoted in National 
Newsagent Bookseller Stationer, a British publication. 


“Vending machines for school supplies is not the only worry for the School, Art 
& Stationery Supplies Wholesaler today. In spite of new competing forms of dis- 
tribution, the average wholesaler’s sales are increasing but his profits are shrink- 
ing. This is the same story with the Manufacturers of School, Art and Stationery 
Supplies. Why? The answer may be that all marketing costs are not fully studied. 
A survey by this office of the small order, freight and selling policies of manu- 
facturers and wholesalers in this industry reveals some very significant facts: 48 
percent of the manufacturers do not know their cost of handling a small order; 
32 percent have no policy on small orders; 23 percent of the manufacturers 
have a delivered price freight policy; 50 percent of the wholesalers have no idea 
what their cost is of handling small orders; 43 percent of the wholesalers have no 
small order policy.”—From the bulletin of the School, Art and Stationery Supplies 
Division of the Wholesale Stationers Assn. 





Py ii 


WITH DYMO:'S NEW MS 


INSTANT LABEL WAKER 


(TAPE SHOWN ACTUAL SIZE 


Professional raised-letter plastic labels made in seconds...cost just 
pennies. White letters come up instantly on a sparkling colored back- 
ground. Completely self-sticking—the finished labels have a thousand 


uses... Business, Commercial, Professional. 
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Model M-5 
Tapewriter 
$24.95 


Embossed or 

raised letters 

maxim Ask your dealer or distributor for a demonstration or.. 
wait)” WRITE TODAY FOR LITERATURE AND FREE 
can pe ver «OW EMBOSSED SAMPLE LABEL. 
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MODERN STATIONER 
Washington, D.C. 
October 15, 1961 


Total appropriations during the 87th Congress‘ first session amounted to 
more than $100 billion, although the funds voted by Congress for fiscal 1962 
were just over the $86.3 billion mark. Although the latter figure is the one 
generally accepted as Congress‘ expenditures, there were also appropriations 
of almost $6 billion voted in supplemental funds for fiscal 1961, in addition 
to $8.6 billion in interest payments on the national debt which isn't in- 
cluded in money voted by Congress because it is called a permanent appropri- 
ation and is not subject to congressional review. 








Interest on the national debt, incidentally, is approximately the same 
amount as voted for veterans‘ benefits and is exceeded only by the defense 
program of all items of government expenditures. 


Marginal workers, particularly in the South and Southwest, are being 
fired as a result of the extension of the minimum wage law to big retailers, 
it was reported by the National Retail Merchants Assn. In other cases 
stores, rather than dismiss employees, are simply reducing their hours of 
work so that the payroll stays the same, despite the minimm wage. 





A new inter-agency is being set up to allocate spending $500,000 voted 
by Congress for the collection of new information about economic growth. 
The new project is of great interest to President Kennedy because of his 
stress on the subject during the presidential campaign. 








The national economy increased still further during the third quarter, 
the President*s Council of Economic Advisers reports. The rate of increase 
in Gross National Product, however, was not as good as during the second 
quarter when the annual rate went up to $16 billion. The increase for the 
second quarter was about $10 billion to an annual rate of $526 billion. 


Expectations for the fourth quarter are for the rate to hit $540 
billion, which would represent a substantial increase over the recession 
bottom of $444 billion in 1958. 


The economic barometer that most closely reflects stationery sales is 
the spending of consumers. This has not been increasing as fast as has 
the Gross National Product, probably because more of the consumer dollar 
is going into savings. 


Economic indicators published by the Commerce Department will be more 
up-to-date when a new computer system is in full operation. Present 
Statistical series take too long to collect, collate and publish. 








Laws, practices and procedures for the evaluation and the acquisition of 
private real property by both negotiation and condemnation will be the 
subject of a two-year investigation being prepared for by a subcommittee of 
the House Public Works Committee. 








With many stores, buildings and lands being taken over for urban renewal 
and construction of highways, the subcommittee wants to find out if laws and 
practices are unfair either to the taxpayers because of high payments or to 
property owners because of inadequate compensation. 


Vending machines that dispense envelopes, postal cards and stamp books 
in exchange for coins and folding money will be field tested by the Post 
Office Department. The agency hopes to have the first of several machines 
operating by early summer. 





Failure of the last-minute drive in Congress to revive a modified postal 
rate increase bill could result in even stiffer postal costs next year. 
Quite a few of the larger mailers had reluctantly endorsed the cut-down bill 
finally approved by the House Post Office Committee on the theory a more 
burdensome bill might be voted next year. The Kennedy Administration no 
less reluctantly endorsed the bill on the half-a-loaf theory. 








The expectation now is that the administration will insist next year on 
its original higher rate proposals and that they will be tied in with a 
general salary increase for postal workers. This was the strategy that 
worked when the last general rate increase was enacted. There are few if 
any lobbies more influential in Congress than the postal workers unions, and 
when they get behind a rate-salary boost they usually win. 


A continued strong consumer demand for portable typewriters was re=- 
ported by the Census Bureau for July. Sales of portable standard machines 
increased from 55,584 in June to 60,705 in July. Sales of manual non- 
portable machines also showed an increase, but sales of electrics declined 
from June to July. 





Meanwhile, the bureau's monthly report on sales and inventories of the 
wholesalers of stationery and office supplies had to be skipped for July 
1961. The agency explained that figures were “withheld due to extreme 
variability of reported data." Indications are that since the Census 
Bureau‘s sample unit of reporting wholesalers is small, an unusual local- 
ized situation may have thrown the entire picture out of focus. 


Retailers in any of the nation's many depressed areas will be eligible 
for loans at favorable rates and terms under the new program authorized by 
Congress for the Area Redevelopment Administration. Annual interest is 
being set at 4 percent, and loans can run as long as 25 years. The process= 
ing of the loans will be handled by the Small Business Administration. 








The ARA administrator commented, "This interest rate is in keeping with 
the efforts of the Kennedy Administration to make funds for private borrow 
ers in redevelopment areas available at the lowest possible interest rate in 
order to stimulate investment that will lead to the creation of new em 
ployment opportunities." 


The Small Business Administration has created a National Small Business 
Advisory Council to aid SBA in improving its services to the small firms of 


the nation. Also being formed are 15 Regional Advisory Councils and councils 
for each of the states. 
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In the Burroughs Dealer Derby 


NEW QUANTITY PURCHASE INCENTIVES 
NEW PROMOTIONAL ALLOWANCES 
NEW EASY TERMS 


on Quality Burroughs Adding Machines 


DOPE SHEET DETAILS: 

Three ways to place your money —three machine combinations 
to choose from, embracing the following styles: J 224, J 290, 
J 292, J 294 and J 314. Each is a leader in its particular field, 
each has credit balance. Capacities range from 7-list/8-total 
to 10-list/11-total. The J 314 features dialed automatic short- 
cut multiplication. 


BET ON THE FAVORITES 


Pick a combination. Pick a winner! Each of three package 
combinations carries big special allowances in addition to 
regular dealer discount—each combination with easier terms. 
Up to 120 days to pay with no down payment .. . no interest. 


Special additional advantages apply on reorders! 


NO HANDICAP FOR NEW DEALERS 


New dealers are eligible. Put your money on a winner! 


POST TIME: 
Right now! 
This special promotion ends December 30. 


TO GET YOUR DETAILED RACING FORM: 
Send the coupon below. 


Burroughs 
Corporation 


The Sign of an Burroughs—TM 
Outstanding 
Dealer 


6 .~ a; ae 4 
tecw ey . Burroughs Dealer Sales Department 
Va a an) Burroughs Corporation 


; AY 


. 1 A Detroit 32, Michigan 


IN 
pe 
GZ a) 


Please send me full details on the Burroughs 
Dealer Derby. 


NAME 





FIRM NAME 

Sy ADDRESS 
_" 
rem, CITY ZONE STATE 
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Glass Top Protectors 400 
Randolph P. Adams Inc., St. Louis, Mo., has introduced 
two new products for protecting glass furniture tops—Adams 
Glass Top Protective Buttons and Adams Glass Top Protec- 
tive Tape. Both products, the company said, prevent mar- 
ring or damaging, prevent glass tops from breaking, make 
removal of glass for cleaning easy, and hold glass in place. 
The buttons, Stock No. 312, come in a choice of tan or 
brown, 25 buttons per container. Put up in 16-foot rolls, 
%-inch wide by %-inch thick, the tape is available in brown, 
Stock No. 311B, and tan, Stock No. 311T, and made of 
sponge rubber, with pressure-sensitive adhesive backing. 


Payment Collectors Envelopes 401 

A new series of payment 
collector envelopes for improv- 
ing accounts receivable is now 
being offered by Quality Park 
Envelope Co., St. Paul. The 
series, made of substance 24 
white wove, consists of four 
printed and tinted remittance 
envelopes, with each message 
“politely but firmly” stressing 
the importance of good cus- 
tomer relations and credit responsibilities. Each envelope in the 
series is printed and tinted in a different color and the 
“imperative nature” of the message increases. 





Office Furniture Line 

A new line of office furni- 
ture has been announced by 
Yawman & Erbe Manufactur- 
ing Co., Rochester, N. Y. Ac- 
cording to the Sterling Preci- 
sion Corp. subsidiary, the new 
Tempic- -9 Line features a desk 
“that blends with any modern ; 
office decor, yet so rugged that it can n be shipped oo ae 
assembled to dealers.” The line includes a variety of desks, 
modular work stations and credenzas for all management 
levels. First units of the Tempic-9 Line will be available in 
December through Yawman & Erbe branch offices and dealers. 


New Unabridged Dictionary 403 

A new Merriam-Webster un- 
abridged dictionary, “the first 
planned specifically to be read 
and enjoyed by average fam- 
ilies as well as scholars,” has 
been announced by G. & C. 
Merriam Co., Springfield, 
Mass. The publisher said the 
new unabridged, entitled Web- 
ster’s Third New International 
Dictionary, also is the first completely new unabridged in 27 
years, “a period when more new words and meanings entered 
the English language than in any similar period in history.” 
Remarks of 14,000 contemporary notables, long with ex- 
cerpts from current publications, are the major sources of 
200,000 word usage examples in the new book, in a revolu- 
tionary break with tradition, the company said. “The second 
revolutionary defining technique inaugurated by the new un- 
abridged is the use of precise single phrases to define 450,000 
entries, including 100,000 new words and new meanings,” 
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the firm declared. “A third is the simplified system of sound 
symbols which make all subtle nuances of pronunciation clear 
for the first time, even to students of English.” The 2,729 
page book lists at $47.50, with buckram binding. A special 


display for the new unabridged has been prepared by the 
publisher. 


Portable Typewriter 404 

A new lightweight _ port- 
able typewriter, the Everest 
K3, has been introduced by 
Alma Office Machine Corp, 
New York. This nine-pound 
machine features a segment 
shift, has a _ two-color rib- 
bon, 44 keys, and is avail- 
able in three colors and a 
selection of type styles. Re- 
tail price of $69.50 (plus 





FET) includes carrying case. 


Rechargeable Flashlight 

Gulton Industries Inc., Me- 
tuchen, N. J., has announced 
the addition of the pocket-sized 
Clipper to its line of Life Lite 
rechargeable flashlights. This 
new unit, small enough to slip 
into a purse or pocket, comes 
equipped with a clip to pre- 
vent loss, the firm said. A 
one-piece unit available in san- 
dalwood or black, the Clipper 
retails for $6.95. Special jewel- 
box packaging has been designed for the item, guaranteed 
for five years and recharged by removing the bottom cap 
and inserting the prongs into any AC electrical outlet. Gulton 
said the new model has UL approval and comes with a spare 
bulb and cap. The company also announced a $150,000 tele- 
vision ad campaign for the Life Lite line. 


Desk Lamp 406 

Fostoria Corp., Fostoria, 
Ohio, has introduced the Dip- 
lomat, a new executive desk 
lamp designed to answer ac- 
cent lighting needs. The lamp 
features a louvered shade, pro- 
viding a “soft, diffused, up- 
ward lighting which helps to 
eliminate glare and eyestrain,” 
and a curving arm, which “po- 
sitions the light over the criti- 
cal seeing area and allows the shade to be tilted or positioned 
where accent lighting is needed,” the company said. The base 
of the lamp is flat. Available in decorator colors of gray, 
mist green, statuary bronze and sand, the Diplomat uses two 
l-8 15-watt 18-inch fluorescent tubes, which are not included. 





Ink Capsule 407 

Parker Pen Co. has announced a plastic Instant Ink capsule 
accessory for the 61 pen. The device converts any supply of 
plain tap water into a 5,000 word ink supply, the company 
said. “All you do is place the capsule on the end of the 
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} Guest Books Publishers-since 1872 


407 Wedding Books 
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nk capsule _| Brides’ Books ‘ | 
supply of ] Brides’ Bibles N.Y.Showroom: 225 Fifth Avenue 
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Anniversary Books 
Musical Books 
Travel Books 

Diaries 

Shower Books 
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School Memory Books 
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Family Record Books 
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capillary-filling ink reservoir and immerse it into a glassful 
of water or even under running tap or fountain water for 
about 30 seconds.” The capsule contains a layer of ink con- 
centrate sandwiched between two layers of sponge. A capsule 
is sufficient for a single filling. Initially, Parker will market 
the capsules in blue or blue-black ink colors. One-quarter 
inch in diameter and one inch long, the capsules will be 
colored to match the ink color and will be priced at three 
for 29 cents. In addition to national advertising for the new 
accessory, Parker will provide promotional materials. 


Decorating Kit 408 

Introduction of Elmer’s Year 
Around holiday decorating kit, 
designed for party and _ birth- 
day gifts, cards and favors, has 
been announced by the con- 
sumer products department of 
the Borden Chemical Co., New 
York. The new kit is avail- 
able in two sizes: One incor- 
porates four pinch vials of glit- 
ter and a three-quarter ounce 
polyethylene pencil tube of El- 
mer’s Glue-All, and the other 
eight pinch vials of glitter and 
a one and one-quarter ounce 
squeeze tube of Elmer’s Glue- 
All. Materials for both kit 
sizes are blister packaged on three-color display cards which 
can be placed on counters and shelves or hung on peg-board. 
Glitter colors in the smaller unit include red, green, silver, and 
blue, while the larger unit includes these colors plus gold, 
chartreuse, fuchsia, and orange. Newly designed plastic 
glitter vials are said to assure controlled glitter flow. The 
kits are prepriced at 59 and 98 cents. 

















Charge Account System 409 

A new charge acco sys- 
tem—called Kwik File ‘s be. 
ing introduced by the Auto- 


matic Business Produc Co, 
Willimantic, Conn. “E: time 
a charge is written up ijl the 
user does is file the sa es slip 
in the self-contained Kv k File 


folder assigned to that particy- 
lar customer. Whenev con- 
venient, this information js 
posted on the face of the ledger ruled folder as a permanent 
record,” the firm explained. “At the end of the month, all 
entries are tallied and the total transferred to a statement for 





mailing.” Kwik File, a sapphire blue steel file with follower 
block, comes in two sizes: Regular, for accomodating most 
standard size charge slips and ledger records, and jumbo, 
which will hold slips up to 534 inches wide by 8'2 inches 


high. Maximum capacity is about 400 account folders, 
Automatic Business Products will market this system through 
stationers, as well as through numerous trade wholesalers, 
The complete package can be purchased for $17.60 for regular 
size and $21.20 for the jumbo. 


Sign Machine 410 

The new Printext sign-mak- 
ing machine offers new inno- 
vations for different point-of- 
purchase signs, according to 
the manufacturer, American 
liflex Co., Chicago. In one 
operation, the unit prints in 
any combination of five colors, 
and die-cuts and embosses me- : 
tallic or fluorescent papers, American Tiflex said, noting 
that a new, water-soluble printing ink is used. The nylon 
type and the “see as you set” composing stick fit into the 
machine as a unit. The company pointed out that each type 





for Big.. Bigger.. Biggest waste needs 


Rubbermaid 
Wastebaskets 


super sizes 
for efficient 
and economical 
waste handling 


(left to right) 


No. 3550—13 


lia. x 27” high 
13 gallon capacity 


No. 3552—15 dia. x 30 high 


22 gallon capacity 
No. 3560—14” square x 23 high 
19 gallon capacity 


No. 3562— 14” square x 28" high 
23 gallon capacity 


No. 3564—19 


square x 32'4" high 


Ideal for mail rooms, washrooms, central waste pickup and other 50 gallon capacity 


heavy waste areas. Sanitary, virtually indestructible plastic—water- 


COLORS: Grey and white 


proof for wet or dry waste. Easier to clean, no dirt or moisture-trapping 


corners or seams. Corrosion-proof, resists colas, syrups, soaps, acids. 
Rugged construction for year ‘round use, inside or out. Noiseless, 
can’t mar walls. Sizes fit popular waste receptacles. High utility and 


long service cuts your waste costs. 





Ask Your 
Supplier Rubbermaid 

or Write— 
BBERMAID INC. « COMMERCIAL DIVISION « WOOSTER, OHIO » COOKSVILLE, ONT. 
- - - for more details circle 74 on last page 
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Move fast 
it’s profitable! 








JOELI fire-proof 
safes of unusually 
unique design, are 
covering the globe 
with tremendous 
sales success. Several 
sizes and models 
available. 


In Canada: Regna Cash Registers of Canada, Ltd. 
704 Notre Dame St. W., Montreal, Que. 


OUTSIDE CONTINENTAL U. S.: 
Jorgen S. Lien, Box 522, Bergen, Norway 
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Write today for informative literature. 





It’s low-priced! It’s profitable! 
Mail the coupon—Mail it today— 
Mail it NOW! 


REGNA CASH REGISTERS, INC. " 
175 Fifth Avenue, New York 10, N. Y. 


Gentlemen: 


Please rush more information on the 
complete Line of REGNA Cash Registers, 


REGNA Adding Machines, JOELI Fire-proof 


Safes, and outline advantages of becoming an 
independent REGNA-JOELI Dealer. 


Don’t miss this opportunity of your lifetime! This complete Dealer 
Line (more than 50 models) of low-priced REGNA cash registers 
and adding machines spells PROFITS, PROFITS and more 


Stream-lined, jet-age models surpass all expectations of business 
builders with an eye on tomorrow. Your choice of electric, hand, 10 
keys or full keyboard machines. 
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NEW PRODUCTS ..... 


font comes in an individual wood com- 
posing case, and all material necessary 
for a 6 by 8 sign-making department, 
including the machine, type, ink, and 
board, is $149.50. Other machine sizes 
are 10 by 10 and 16 by 16. Dozens of 
type styles are available, American Tiflex 
added. 


File Drawer Tape 411 

Non-Skid _ file 
drawer tape has 
been introduced 
by Randolph P. 
Adams Ine., St. 
Louis. Mo. Made 





of durable sponge rubber, with pressure- 









sensitive adhesive backing, the product 
helps to keep folders, guides and papers 
from slipping and sliding in the drawer, 
the company said. The tape is packaged 


in 16-foot rolls, 12 to the carton. Sug- 
gested list price is $2.50 per roll. 
Copy Machine Paper 412 


Perry-Sherwood 
Corp., New York, 
h a s_ introduced 
Perfax Type 105, 
an improved ther- 
mographic copy 
paper designed for 
use on Thermo- 
Fax copying ma- 
chines. Perry-Sher- 
the paper features a wax- 


wood said 





A moment of truth for the staple 


in thousands of busy offices each day, as the 

little staple is driven home to fulfill its highly 
useful end, people who appreciate quality and easy, 
trouble-free operation are accomplishing this with 
BATES staplers. The fastest growing line, BATES of- 
fers such innovations as a model that makes its own 
staples, one with a staple remover that stows away 
when not in use, a Hand-Grip stapler of revolutionary 
design and electric models that staple at a touch of the 
paper. BATES wide range of styles and models pro- 
vides a stapler to satisfy every need! 


Standard for Excetlence 
wei 






For complete information, write 


the BATES manufacturing Co. 


Orange, New Jersey 
New York Office: 63 Vesey Street, New York 7, N. Y. 


NUMBERING MACHINES « STAPLERS « LIST FINDERS + PUNCHES + STAMP PADS + EYELETERS 


+ + - for more details circle 24 on last page 








free coating that makes high-c itrast, 
sharp, black-print copies, and Ss the 
“added advantage of non-fading peel. 
ing, or cracking.” List price is 420,50 
per 500 sheets, 84 by 11 box, icss ful 
dealer discounts. Perfax Type 1°'5 has 
a light-gray backing on its heavy weight 
paper, which is said to retard irling, 
and can be used for either top of back 
printing with or without a screen carrier. 


Ring Binders 413 

The development 
of a new plastic 
material for use in 
a new line of ring 
binders has been 
announced by 
Cooks’ Inc., Black- 
wood, N. J. The 
material has been 
named Herculite 
because of its light 
weight and toughness, and the binders— 
both three-ring and Mult-O-Ring—carry 
an unconditional guarantee for 30 
months, the firm said. Herculite is made 
as a one-piece plastic cover, and the 
material is said to be chemical and wa- 
ter resistant, and unaffected by tempera- 
ture fluctuations. The binders are avail- 
able in the 11 by 8% sheet size. 





Permanent Label 414 

A new perma- 
nent label f or 
identifying bind- 
ers, ledgers, brief- 
cases, luggage and 
manuscripts is be- 
ing introduced by 


Avery Label Co., 
Monrovia, Calif. 
Called Binder la- 


bels, the new la- 
bels are said to be 





easy to write or 
type on, and stick to leather, fabric, 
cardboard, plastic and other surfaces 


without moistening or gluing. Made from 
a new fabric material, and backed with 
pressure-sensitive adhesive, which grips 
curved as well as flat surfaces, Binder 
labels afford the necessary flexibility re- 
quired to wrap around binders, the firm 
declared. Said to be scuff-resistant, the 
product is available in two sizes and 
retails for 85 cents per box. The small- 
er size measures 1% by 2 inches, with 
rounded corners, and is packaged 81 
per carton. The larger is 53%4 by 1% 
inches in size and can be utilized full 
size, or cut. It is packaged 20 labels 
per box. 


Stationery Embosser 415 
Samuel H. Moss 
Inc., New York, 


has introduced 4 
new desk model 
stationery emboss- 
er, which is said 
to emboss both the 
top or bottom of 
note paper and the flaps of envelopes 
with the “flip of the finger.” This all 
Continued on page 54 
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Webster’ 
Third 
New International 
Dictionary! 


Now you can capitalize on the enormous publicity, 
advertising, excitement, and accumulated demand for 
acompletely new unabridged Merriam-Webster. 
Every doctor, every lawyer, every businessman, 
every student, every parent is a prospect for this 
exciting new unabridged dictionary that presents the 
working vocabulary of the English-speaking world. 


100,000 new words 
or new meanings! 


This new Merriam-Webster contains 100,000 new 
words or meanings never before included in the 
unabridged Merriam-Webster. Over 450,000 entries 
in all! 


New defining style takes you to the 
heart of meaning — fast! 


In the new Merriam-Webster Unabridged, the mean- 
ing of every word is given vividly in a single flashing 
phrase of precise meaning for quicker, easier under- 
standing. 


200,000 demonstrations 
of word meanings! 


In thousands of instances definitions are followed by 
actual quotations from well-known persons and pub- 
lications to show exactly how a word is used. Our 
language comes alive and is clearly understandable, 


NOVEMBER 196! 


KNNOUNCING a once-in-a-generation 
sales opportunity... the publication of a 
completely new unabridged Merriam-Webster... 


iw % 
WEBSTER’S 
THIRD 
NEW \NTERNATIONAL 
DACTIOMAR 


Tremendous advertising and publicity 
campaign to build your sales! 

The biggest advertising campaign ever used to intro- 
duce a new dictionary starts in late September with 
full-page ads in TIME, LIFE, NEWSWEEK, U. S. NEws 
& WorLD REPORT, THE REPORTER, THE NEW 
YORKER, SATURDAY REVIEW, ATLANTIC, HARPER'S, 
THE NEw York TIMES. Other publicity will appear in 
newspapers, magazines, on TV and radio. 


Order now— profit now! 


Every home, every office, every school is a pro- 
spective customer for you. 

Cash in on this tremendous profit opportunity by 
sending in your order — and setting up a display — 
so that your customers will know you have Webster’s 
Third New International in stock now! 


G. & C. MERRIAM Co., Springfield 2, Mass. 


- for more details circle 58 on last page 
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LETTERA 22:4 super-lightweight 


portable typewriter with all important big-type- 
writer features including keyboard tabulation 
and basket shift; the perfect portable for travel- 
ing executives, students and home use. With 


- * 
carrying case. $6800 





STUDIO 44:4 compact standard with 


all important office-typewriter features including 
full-size keyboard and keyboard tabulation, and 
yet easily portable; ideal for the professional 
office or the home. With carrying case. $9g00* 


Can you afford not to order more—with quality 
unchanged? With your percentage of profit unchanged? 
With national advertising in LIFE? With Lettera 22, the 
world-renowned complete lightweight portable at $68.00* ? 
With Studio 44, the compact standard, at $98.00*? Order 
enough immediately from Portable Division, Underwood 
Corporation, One Park Avenue, New York 16, New York. 


*Suggested retail price plus FET. 
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- - - for more details circle 83 on last page 
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In my 


Comment on a Five-Year Plan 


nyone connected with the of- 

fice products industry should be 
aware of the five-year program out- 
lined by the National Stationery and 
Office Equipment Assn. (NSOFA) 
at its 1961 convention. This is the 
oldest, strongest and best-financed 
trade group in the industry. It has 
a habit of meeting its objectives, 
and its plans for the future will 
probably affect all of us. 

Details of the plan are men- 
tioned in our convention report. Es- 
pecially laudable are the aims to 
provide greater field service to 
members at the grass roots level 
and to increase the membership. 
Until NSOEA enrolls more of the 
country’s 13,000 office products 
distributors, it remains a less than 
representative spokesman for the 
industry. These related objectives of 
membership growth and expanded 
field work are a recognition of the 
fact that thousands of new station- 
ery and office equipment outlets 
have opened for business in the 
last 10 or 15 years. 

We also endorse, with some res- 
ervations, the NSOEA plan to es- 
tablish new divisions to give spe- 
cial attention to certain product 
categories. J. Howard Patrick, re- 
tiring president, announced that a 
furniture division is being created 
and that plans include establishment 
of a supply division and a machine 
division. NSOEA also will study 
the possibility of establishing a 
Wholesaler division, paralleling the 
present dealer and manufacturer di- 
VISIONS. 

There seem to be two good rea- 
sons for extreme caution in revis- 
ing the divisional structure of the 
Association. 

First, there is some danger of 
too much fragmentation as divisions 
are sect up to cater to the interests 
of separate product categories. Of- 
fice furniture and office machines 
have come to be clearly recogniz- 
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pinion 


able areas of the office products 
industry. Fine. But how many oth- 
er such areas of special interest may 
be staked out in the future? How 
long will it be until there is pres- 
sure for a printing division, a busi- 
ness forms division, and others? 
The central Association could lose 
its identity and effectiveness in a 
multiplicity of divisions if the trend 
is continued. Firm yardsticks gov- 
erning the requirements for the 
establishment of new divisions 
should be well established before 
the first of these divisions is created. 

A second note of caution con- 
cerns the existence of sister organi- 
zations already serving retailers of 
office furniture and office ma- 
chines. Despite the seniority that 
NSOEA has in the industry, it is 
not proper to ignore the contribu- 
tions of the National Office Furni- 
ture Assn. (NOFA) and the Na- 
tional Office Machine Dealers 
Assn. (NOMDA). The good work 
of these two related groups must 
be considered in any NSOEA plan 
to set up furniture and machine 
divisions. Though they have many 
interests in common, we know that 
communication between these three 
major trade groups at the staff level 
has at times been sadly conspicuous 
by its absence. This condition 
should be changed if NSOEA 
seriously pursues its aim to form 
new divisions covering all its prod- 
uct categories, for the experience 
of these allied associations in se- 
lected product areas has great value 
to NSOEA, and NSOEA has much 
to offer the industry as a whole. 
Good communication, however, is 
essential if the industry is to real- 
ize maximum benefit. 






his page usually isn’t the place 

for mentioning new products, 
but there is one item in our New 
Products section that deserves spe- 
cial comment. The publication of 
a new edition of Webster's New 
International Dictionary is of unique 
interest to people in the verbal com- 
munications business as we are. Our 
interest is all the keener because 
this happens to be a product com- 
monly sold, along with other refer- 
ence books, by stationers. 

The new 13-pound, unabridged 
volume by G. & C. Merriam Co. 
will probably guide the speech and 
writing of Americans for several 
decades. It has been 27 years since 
a previous edition was published. 
The new book is a truly fabulous 
record of our American language 
as it is'used today by Americans. 
More than a fifth of the 450,000 
entries in the new edition are new 
words that did not rate mention in 
a dictionary 27 years ago—words 
like astronaut, beatnik, and drip-dry. 

Word usage in trade magazines 
like this one is frequently cited to 
illustrate new shades of meaning, 
because many American words find 
their way into general usage through 
prior use in specialized trade or 
professional vocabularies. We have 
not checked the 2,662 pages to 
find MODERN STATIONER citations, 
but we have come across at least 
one quotation from another trade 
magazine put out by our company. 

You who read this can do much 
to make this new $47.50 and up 
volume a best-seller in the offices, 
schools and homes of America. It 
strikes me as a most logical addi- 
tion to your list of Christmas gift 
suggestions for 1961. 


Maceth? Shaved, 
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A Special 





Advertising & Sales Promotion 











Report 


How Much, 


Where 








Under $50,000 25.4% 
$50,000 to $100,000 25.4% 
$100,000 to $300,000 32.3% 
$300,000 to $1,000,000 13.1% 
Over $1,000,000 3.8% 





PRODUCTS CARRIED 


Office 
SUPPLIES 79.8% 
Office 
FURNITURE 75.5% 
Office 
MACHINES 65.1% 
Social 
STATIONERY 47.7% 
OTHERS 36.4% 
PRINTING 14.5% 


NUMBER OF EMPLOYEES 





Five or Under 


45.7% 
Six to Ten 27.7% 
Over Ten 26.6% 


The sizes and product lines of the 471 representative stationers con- 
tributing to this survey are reflected in these three graphs, showing 
Annual Volume, Products Carried and Number of Employees. 
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and When? 


This is the story of stationer advertising and sales 
promotion — an industry profile designed as a 


basis of comparison for you and your own program 


Ffow many stationers have an established method 
4 lfor allocating their advertising and sales promotion 
funds — 90, 80, 70 percent? No, less than 40 percent. 

This is one of the more startling revelations of a 
comprehensive new survey undertaken recently by 
MODERN STATIONER to determine how you spend your 
advertising and sales promotion dollar. 

The survey results — based on returns from 471 
representative American and Canadian dealers—also 
contain an abundance of information on advertising 
and sales promotion methods and procedures that will 
be new to many of you; plus, indications of policies 
which could reduce the effectiveness of advertising 
and sales promotion dollars. 

So, how do you compare with your fellow dealers? 
To discover that you have to know what the surveyed 
stationers are spending on their advertising and sales 
promotion, in what media, and when. This is_ the 
meat of this survey. 

Only 39 percent of the stationers surveyed report- 
ed having an established method for determining the 
number of dollars they spend for advertising and 
sales promotion. And only 25 percent use the most 
common method of determining these expenditures— 
selecting a given percentage of anticipated gross 
sales. 

Of the 465 dealers responding to the question 
“What method do you use to budget advertising ex- 
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FB apvennisinc EXPENDITURES es 
% Of Gross Sales 70.0% 
Newspuper 8% 
Under 1% “_ 
2 amma Diret Mail o2.0% 
2 to 3% Catalogs 40.6% 
Television 9.1% 
Over 4% 5.9% | 
aa a Radio 43.3% 
Dealers were asked what percentage of annual gross sales they 
fad for advertising and sales promotion. Yellow Pages ‘ 84.7% 
Magazines 21.4% 
Outdoor 4.7% 
5 penditures?”, 284 checked “No set method;” 125 re- Remembrance 61.1% 
ported * ‘Percentage of anticipated gross sales;” 42 in- 
é dicated “Set amount;” and 14 said “Other methods.” Local Trade Shows 22.9% 
Descriptions of “other methods” offered by these 
stationers included: “Where we think we can get re- Contests for Consumers 8.9% 
sults,” “No set method — only new items or spe- 
cials” and “Trade with local newspaper and radio, Others 11.9% 
average $400 a year.” 
sales In short, the survey indicates that 61 percent of 
you are disregarding one of the basic tenets of ad- This graph pictures the methods used by dealers, who were asked to 
as a vertising and sales promotion — the planned pro- indicate every method they use. As a result, the total percentage 
ram = equals more than 100. 
= “Progressive retailers, regardless of size, carefully 
plan their advertising expenditures just as they budget 
other phases of their merchandising operation,” say 
William R. Davidson, professor of Business Organiza- 
tion, Ohio State University, and Paul L. Brown, for- 
mer associate professor in that department at Ohio, in Administration’s Small Business Bulletin, Leland L. 
ethod their book Retail Management. Howell, assistant professor at the University of Cal- 
Lotion The authors point out that most of the various ifornia’s School of Business Administration, pointed 
rcent. methods of planning total advertising expenditures out that, “The effectiveness of a limited advertising 
of a fall into two categories: The “percentage-to-sales meth- budget can be greatly enhanced if specific advertising 
y by od” and the “research objective method.” The latter endeavors are planned in relation to the total selling 
your simply involves “establishment of a reasonable sales program.” 
goal and determination of the advertising effort that Prof. Howell continued, “Budgeting of the adver- 
. 471 will be necessary, along with other promotional forces, tising expenditure is essential for maximum returns 
~also to accomplish this objective.” from the advertising dollar...He (the retailer) must 
tising And, in a recent edition of the Small Business study his own situation carefully and within the limits of 
t will 
licies 
tising 
lers? 
pi. % OF SALES SPENT BY SIZE 
sales 
the 
Under 1% 1 to 2% 2. to 3% 3 to 4% Over 4% 
port- Five or Less Here the amount of annual gross sales al: 
r the € located to advertising and sales promotion 
and Employees 23.5% 37.3% 22.5% 9.8% 6.9% is broken down to compare the percentage 
most Six to Ten spent with the size of dealership. 
es— Employees 17.6% 43.2% 20.0% 11.2% 8.0% 
esi Over Ten 
teal Employees 19.2% 49.2% 22.5% 6.7% 2.5% 
| eX- 
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Report 


his financial capabilities allocate his funds on a plan- 
ned basis by month over an extended period, usually 
six months.” 

How much are dealers spending for advertising and 
sales promotion? According to the survey returns, ap- 
proximately 65 percent are spending less than 2 per- 
cent of their annual gross sales, and less than 20 per- 
cent are spending more than 3 percent. The average 
is about 1.5 percent. 

This average compares favorably with the _ per- 
centage of gross sales being spent on advertising and 
sales promotion by retailers in many other industries. 
However, it is less than some of the hard-selling 
groups. For example, appliance retailers spend 2.4 
percent; furniture stores, 4.6 percent; jewelry shops, 
3.4 percent; men’s wear outlets, 2.9 percent; and fam- 
ily shoe stores, 2.8 percent. Retailers below the 1.5 
percent average of stationers include auto accessory 
and parts stores, 1.2 percent; children’s and infant’s 
wear stores, 1.3 percent; gasoline service stations, 0.5 
percent; and grocery and meat stores, 0.1 percent. 

Consider for a moment the 13 percent advocated 
by a California advertising executive. And he suggests 
that if you plan to increase your business “next year,” 
you figure this 13 percent on anticipated gross sales 
increased 15 percent to allow for the increase “next 
year” in your business. 

There are no startling variations by size of dealer- 
ship in the percentage spent by stationers on adver- 
tising and sales promotion. As might be expected, the 
large dealers are bunched close to the industry aver- 
age of 1.5 percent. Some small dealers pointed out that 
their percentage is “unusually high” around 5 per- 
cent — because their businesses are new, just getting 
established and in the name-building process. At least 
a half-dozen of the survey respondents mentioned that 
they have been in business only six months to explain 
their extra advertising and promotion efforts. 

The survey seems to show that it isn’t that adver- 
tising and sales promotion are not of sufficient im- 
portance, but rather that thev are too often side-track- 
ed by the press of other business. 

Advertising and sales promotion decisions are being 
made by top management in 99 percent of the sur- 
veyed dealer organizations. Of the 456 dealers respond- 
ing to a question asking who is responsible for these de- 
cisions. 414 named the nresident, vice president, own- 
er or manager; 19 said the ad manager; and 23 listed 
“other.” 

This shows that the importance of advertising and 
sales promotion is recognized. But. on the other hand, 
this situation also represents an invitation to neglect or 
postpone this work whenever top management is oth- 
erwise occupied. 

Now, which media are getting the biggest slice of 
that advertising dollar? Newspapers and direct mail 
lead the way along with the Yellow Pages of the tele- 
phone directory. In listing their largest advertising ex- 
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LARGEST ADVERTISING EXPENDITU 5 


Newspapers 41.2% 
Direct Mail 15.8% 
Catalogs 5.1% 
Television 1.5% 
Radio 8.8% 
Yellow Pages 19.6% 
Magazines 1.3% 
Outdoor 0.0% 
Remembrance 2.9% 
Local Trade Shows 0.2% 
Others 3.5% 


Dealers were asked where they spend the largest part of their ad- 
vertising and sales promotion dollar. Weighted figures, which con- 
sider second and third largest expenditures, indicate that newsvapers 
receive 29 percent; direct mail, 19.2 percent; and Yellow Pages, 208 
percent. 


Newspapers 28.7% 
Direct Mail 31.3% 
Catalogs 7.2% 
Television 1.2% 
Radio 6.7% 
Yellow Pages 15.7% 
Magazines 1.2% 
Outdoor 0.2% 
Remembrance 5.1% 
Local Trade Shows 1.2% 
Contests for Consumers 0.0% 
Others 5.3% 


Here dealers indicated the one method they feel gives them the 
greatest return for the dollar. 


penditures, 41.3 percent of the surveyed stationers 
named newspapers, 19.6 percent said Yellow Pages, 
and 15.8 percent specified direct mail. To further illus- 
trate this, the survey indicated that 79.8 percent of the 
dealers use newspapers, 84.7 percent advertise in the 
Yellow Pages, and 82 percent utilize the direct mail 
method. 

The interesting thing here is that when dealers were 
asked which method gave them the best return for the 
dollar, direct mail came to the front with 31.3 percent, 
compared with 28.7 percent for newspapers and 15.7 
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gercer'' for the Yellow Pages. This turn of events might 
pe duc to the cost of direct mail being more difficult to 
determine, while the results might be more readily 
identifiable than the other media. For example, the 
printing of direct mail pieces might be done by the 
sationer himself; one of his departments might do the 
mailing, while the cost is charged to another; or the 
material might be supplied by a manufacturer. 

Another interesting facet of the media study is that, 
in addition to the methods suggested by the survey, 
more than 50 others were written in on the question- 
gaires. Twelve methods were listed on the form and, 
although no one indicated he uses all 12, the survey 
shows that 7 of the responding stationers use only | 
method; 34 use 2; 67 use 3; 121 use 4; 93 use 5; 81 
use 6; 39 use 7; 19 use 8; 5 use 9; 3 use 10; and 2 use 
I. 

Now — since all types of advertising and sales 
promotion are not well suited for all product cate- 
sories — participating dealers were asked which meth- 
ods work best with which products. Here again, news- 
paper and direct mail came to the front. However, the 
survey points out that direct mail enjoys a great deal 
more popularity in the area of office furniture ad- 
vertising than it does, relatively speaking, in adver- 
ising office supplies. And, newspaper advertising en- 
joys almost equal rank when it comes to office ma- 
chines. Newspapers take the lead in school supplies 
advertising, where they received the nod from 85 deal- 
ers, compared with 26 for direct mail, which trails 
radio and TV’s 29 and “others” 27. 

To discover when these advertising and sales pro- 
motion dollars are being spent, the survey asked which 
months receive more than the average share of the 
annual advertising and sales promotion budget. Seven- 
ty percent of the dealers responding to this question 
said December, and September and November ranked 


In the survey questionnaire, dealers were asked which method they 
feel works best for individual product categories. This table of raw 
figures shows how they voted. 


next, as might be expected. However, the low man 
on this totem pole, July, was named as a big adver- 
tising month by one dealer. He said that because busi- 
ness is off in the summer months it needs stimulating 
then. In this category, dealers were given the oppor- 
tunity to select more than one month. The results: 
January, 70 percent; February, 35 percent; March, 
29 percent; April, 24 percent; May, 63 percent; June, 
44 percent; July, 9 percent; August, 61 percent; 
September, 122 percent; October, 58 percent; Novem- 
ber, 133 percent; and December, 232 percent. 

Prof. Howell, in his SBA article, also points out, 
“It is especially important that the small retailer coor- 
dinate his advertising with his merchandising plan and 
over-all sales promotions.” This area was also covered 
by the survey when participating dealers were asked 
to indicate which methods they use to coordinate 
advertising and sales promotion with other selling ef- 
forts. Here’s how they voted: 

194, Participation by sales people, such as by per- 
sonally handing out catalogs or new literature, regu- 
larly sending literature in advance of calls. 

143, Discuss advertising in sales training and sales 
meetings. 

141, Clippings, tear sheets in store, on bulletin 
board. 

124, Regular advance notice to sales people of ad 
plans. 

46, Employees mailing lists. 

Next, the survey asked which services are used 
to carry out dealer advertising programs. The services 
and the response from dealers are: 353, manufactur- 
ers’ literature and mats; 120, outside printer, repro- 
duction service; 62, outside creative services; 52, ad- 
vertising agencies; 47, outside letter shop; 43, NSOEA 
aids (42, clipbooks; 36, mats; and 23, folders); and 
43, other trade association ad aids. 

Note that 84 percent of the stationers responding 
to this question said they are continually using manu- 
facturers’ literature and mats in their advertising and 
sales promotion programs. And, only 12 percent indi- 
cated that they are using the services of advertising 
agencies. 

Responding to a query on the value of cooperative 








WHICH METHOD FOR WHICH PRODUCTS 

Office Office Office School Printing 

Supplies Furniture Machines Supplies 
Newspapers 58 48 76 85 24 
Direct Mail 98 108 88 26 50 
Yellow Pages 20 32 32 5 8 
Catalogs 20 19 3 7 2 
Radio & Television 17 13 21 29 10 
Window Displays 8 7 10 21 2 
Others 38 39 36 27 43 
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advertising allowances from suppliers as a factor in 
the advertising program, participating stationers voted: 
173, negligible factor; 151, big factor; and 114, no 
factor. They suggested that suppliers place “More na- 
tional ads in newspapers;” “Keep this item before the 
public, ‘Buy from your local stationer’;” “Furnish mats 
and stuffers promptly—simultaneously with announce- 
ment of product;” and “Most ad mats are either too 
small or contain too much printing or both. Most are 
designed to boost the manufacturer, with less atten- 
tion to sales for the dealer.” 


Viewing their entire advertising picture, per- 
cent of the participating dealers indicated thé their 
advertising is more institutional than product »rient- 
ated, 4 percent said it was a toss-up, 53 perc nt re- 
ported their advertising favored products, and 28 per- 
cent disclosed that their advertising was entirely of a 
product nature. 

This then is the advertising and sales pro:notion 
picture painted by 471 representative stationers, from 
the largest to the smallest. This is the story of how 
much is spent, where it is spent, and when it is spent. 

All surveys have their limitations, and this study 
can only indicate a possible pattern or trend in dealer 
advertising and sales promotion in the stationery and 
office equipment industry. 

Only one thing can be said with any certainty about 
advertising and sales promotion, and that is that they 
are necessary. As the old saw goes: “When business 
is good it pays to advertise; when business is bad 
you've got to advertise.” 
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including: 


Envelope stuffers 

Store name on vehicles 
Souvenir program booklet ads 
School papers and annuals 
Store furniture show 
Trading stamps 

Store bulletin 

Athletic team sponsorship 
Welcome Wagon 
Manufacturer literature 
Window displays 

Premium punch card 


Club advertising booklet 
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Stationers participating in this survey indicated which 
of 11 specific and “other” advertising and sales promotion 
methods and media they use. 
“other” — dealers listed more than 50 methods and media, 
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For the 12th category — 


Theater trailers 





Club activity 

Hand bills 

“Cute” sayings cards 

Price list reminders 

School programs 

Store tours by school groups 
Window posters 

Imprinted paper bags 
Telephone solicitation 
Shopping center promotions 
Free daily news sheet 


External house organ 
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iters and Stationers delivery boy 
Rosenberg warehouse on Third 
trip by tricycle through midtown 


traffic 


Many New York stationers are highly specialized because they are afraid 


to fight direct selling, declares this veteran dealer, who describes here 


some of the problems and oddities encountered in a New York operation 


truck is faster than a tricycle. 
Arnat sounds like a safe statement 
doesn’t it? It may be safe, but, as 
the song goes, “It ain’t necessarily 
so”—not in New York City, at least. 

“In New York, customers call 
up and want their orders at once. 
They want what they want when 
they want it. They almost expect the 
merchandise to arrive before they 
put the phone down,” says Joseph 
Rosenberg, president of New 
York’s Pelzer Printers and Station- 
ers Inc. 

“Since a stationer can offer little 
in the way of price differential in 
the highiy competitive New York 
market, he must rely on rapid serv- 
ice to attract and retain customers,” 
Mr. Rosenberg declares. 

To give this instantaneous serv- 
ice, Pelzer’s—owned and operated 
by the Rosenberg family—delivers 
by truck, boy-powered tricycles 
and on foot. And, in midtown 
Manhattan’s congested traffic, the 
tricycles often prove faster than the 
trucks. 

“We deliver an average of well 
over 100 orders per day,” Mr. Ro- 
senberg says. “About 90 percent of 
the orders called in have to go out 
in the same day. In contrast to the 
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tricycles, the truck frequently gets 
stuck in traffic jams, can’t park 
here or there, and has to wait for 
a large load before being sent out. 

“The boys on foot or aboard tri- 
cycles cover about one half mile in 
all directions. They are faster in 
midtown traffic than the truck, and 
return sooner than the truck, making 
for a better turnover. The longest 
a tricycle delivery takes is one hour. 
When the truck leaves, it is gone 
from early morning to early after- 
noon. 

As any stationer who has taken a 
busman’s holiday in New York 
knows, delivery vehicles do not con- 
Stitute the only difference in New 
York operations. There are many. 

The Rosenberg family owns and 
operates two retail stores, Pelzer’s 
and Turtle Bay—both on Third 
Avenue in the Forties; Strathmore 
Stationers Inc., an outside sales op- 
cration; a letterpress printing plant, 
situated in the Pelzer store; and a 
five-story business office and ware- 
house. 

The Turtle Bay store is unique 
to New York. Named after the 
old east side area in which it is 
situated, the store is located in a 
completely enclosed arcade linking 


two 34-story skyscrapers. Its en- 
trace and display windows face a 
passageway within the arcade. No 
enirance or windows face the street. 
The store’s walk-in trade is de- 
rived almost exclusively from the 
9,000-10,000  office-worker occu- 
pants of the buildings. Almost 75 
percent of the store’s business is so- 
cial stationery. 

Conversely, about 80 percent of 
Pelzer’s business is commercial sta- 
tionery. The combined volume of 
both stores and Strathmore, the out- 
side sales agency, favors commercial 
stationery and office supplies by 80 
percent. 

Although the stores and the out- 
side sales operation are separate cor- 
porate entities, the Rosenbergs move 
easily from one to another. There 
are no clear cut lines of demarca- 
tion. The separation is more or less 
nominal and legal. 

Generally speaking, Joseph Ro- 
senberg, as president, directs the 
over-all operation and its 27 em- 
ployees. Brother Abbe heads Strath- 
more and _ its outside sales staff. 
Joseph’s wife, Mrs. Esther Rosen- 
berg, acts as a trouble shooter or 
“clerical jack of all trades” in the 
four-girl business office. Miss Es- 
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ther Rosenberg, Joseph’s sister, is 
in charge of social stationery sales 
at both Pelzer stores. His son, Mar- 
tin, works as an outside salesman of 
the concern’s total line, commercial 
and social stationery, office supplies, 
and printing. In short, wherever you 
turn, you find a Rosenberg at work. 

Discussing New York stationery 
operations in general, Joseph Ros- 
enberg, who bought Pelzer’s in 
1941, says, “A stationer’s needs, 
stockwise, are slightly different here 
from elsewhere. The very nature of 
business in New York demands a 
terrific depth in stock in contrast to 
the broad spectrum of items or lines 
carried in other parts of the coun- 
try. 

“A New York stationer can have, 
for example, two dozen of a par- 
ticular kind of binder, which might 
represent a normal month’s supply. 
The day after the binders come in, 
a customer from a nearby office 
may call up and order the entire 
stock, two dozen. Since the very 
next phone call may be from an ac- 
count that wants the same binder, a 
depth in stock is an absolute neces- 
sity. The New York customer won't 
wait for an item. It’s too easy to call 
another stationer.” 

Mr. Rosenberg says, “With four 
floors of inventory in our ware- 
house, we find ourselves constantly 
running short of different items. 
New York office supply buying is so 
erratic and unpredictable, it’s vir- 
tually impossible to be fully pre- 
pared for your next customer.” 

The business office switchboard 
is the nerve center of this New 
York stationer’s operation. Al- 
though outside salesmen make reg- 
ular calls, at least 40 percent of the 
family’s volume is done over the 
phone. 

“There’s plenty of stationery bus- 
iness in New York for those who 
want to get it,” Mr. Rosenberg de- 
clares. “In fact, business in New 
York may be too good in one re- 
spect. Salesmen here—and that in- 
cludes manufacturers’ salesmen 
tend to concentrate on the number 
of orders, rather than the size and 
quality of the individual order. They 
don’t bother to fully explore each 
and every sales possibility. Instead, 
they seem quite content to move on 
to a succession of relatively small 
sales. 

“Frequently, the only time an of- 
fice purchasing agent may see a 
given innovation is when he reads a 
trade publication. Some salesmen 
don’t even bother to carry samples 
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Both Pelzer retail stores, this one and the Turtle Bay unit, are located on Third Ave. in the 
Forties. The Turtle Bay store is located in a completely enclosed arcade linking two skyscrapers, 


around with them,” Mr. Rosenberg 
says. “New York has too many or- 
der takers and too few real sales- 
men. 

“This is clearly illustrated when 
immediately after a salesman’s call 
on Monday, one or more of his ac- 
counts call for additional supplies 
on Tuesday, Wednesday, Thursday 
and Friday. Obviously, the sales- 
man failed to ascertain all of the 
customer’s needs.” 

Inside the store, the New York 


stationer faces a serious problem in 
the scarcity of help. Most recent 
graduates, both male and female, 
head for white collar jobs in the 
city’s big offices. As Mr. Rosen- 
berg sees it, two major factors seem 
to discourage new people from en- 
tering the business: (1) As station- 
ery storekeepers, they will have to 
perform physical as well as mental 
work; (2) The business is not lucra- 
tive enough. Stationers can not com- 
pete with the big offices in offering 
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high starting wages, fringe benefits 
and an ever-shorter work week. 

Mr. Rosenberg says, “The sta- 
tionery storekeeper is a vanishing 
breed. The old storekeeper is dying 
off or retiring and no one is re- 
placing him. My head stockkeeper 
has been with me for 15 years. He 
worked his way up. In the same 
length of time, he has had 15 as- 
sistants who have left to go into 
what they considered more attrac- 
tive fields. Eventually, everybody 
seems to give in to the lure of the 
big offices.” 

One of the trends of our age, 
specialization, seems to be one of 
the identifying characteristics of the 
New York stationer. While complete 
or total operations can be seen 15 
or 20 miles outside the city, very 
few can be found in New York. 
Why? Although the situation does 
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Miss Esther Rosenberg, right, directs social stationery sales in the Pelzer store. While this 


store's business is about 80 percent « cial 


4a%) 


not lend itself to a test tube analy- 
sis, some reasons for the phenom- 
enon can be cited. 

Space is a prime consideration. 
Since land values and space costs 
are so exorbitant, the average sta- 
tioner must call a halt somewhere. 
He can not afford to buy or rent all 
the space needed to display and 
warehouse complete or total inven- 
tories. Consequently, he has to tailor 
his operation. This process seems to 
lead almost invariably to a high 
degree of specialization. 

Mr. Rosenberg contends, “Direct 
selling or competition from manu- 
facturers is a factor that severely 
limits the lines a New York station- 
er can offer. There is more direct 
selling here than anywhere else in 
the country. Most of the big man- 
ufacturers operate direct selling 
showrooms in New York. Some 








Store’s volume is social stationery. 
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y, about 75 percent of the Turtle Bay 


Abbe Rosenberg directs Strathmore Stationers Inc., the outside sales agency. 


even sell one line direct and whole- 
sale another. 

“Many New York stationers are 
highly specialized because they are 
afraid to fight direct selling,” Mr. 
Rosenberg declares. “Rather than 
quote what might be considered a 
high price on a competitive line, 
salesmen will quote no price. They 
are afraid that if they sound high 
on one item the customer will sus- 
pect they are high on all merchan- 
dise. 

“Since New York stationers can’t 
get the most prominent and well 
publicized lines of merchandise that 
is sold by manufacturers direct, they 
usually won’t accept others,” Mr. 
Rosenberg says. 

“We may sell a typewriter ribbon 
or a box of carbon paper, but we 
may not sell a machine. The stand- 
ard argument offered is either “You 
don’t know enough about the equip- 
ment to sell it properly or you’re not 
physically equipped to do a thor- 
ough sales job.” Maybe they are 
right, but I wish the manufacturers 
would give one or two people in 
this city a crack at selling their 
machines. The results might be in- 
teresting.” 

Stationers, as well as other busi- 
nessmen, have been affected by 
New York’s changing neighbor- 
hoods. Everyone with the required 
licenses seems bent on rearranging 
Manhattan Island. Everywhere a 
New Yorker looks, he sees old 
buildings being torn down and new 
ones being erected. The very na- 
ture of certain areas, residential, 
commercial or industrial, is being 
changed by the reconstruction. 

In the midtown Manhattan area. 
around Third Avenue, more and 
more companies are moving into 
new offices. Oddly enough, the par- 
ticularly big sales increases for the 
Pelzer store have occurred in social 
stationery. Mr. Rosenberg says, 
“Between 11:30 a.m. and 2:30 p.m. 
—the lunch hours for the area’s big 
offices—we can’t furnish enough 
sales people to accommodate all the 
customers at Pelzer’s.” 

Problems, progress and idiosvn- 
crasies, notwithstanding, this New 
York stationer’s aims are the same 
as those of his fellow stationers 
across the country—to give the cus- 
tomer what he wants when he wants 
it. And if it takes a jet plane, a 
truck or a tricycle to do the job, he 
will use it. 

As Mr. Rosenberg says, “There’s 
plenty of stationery business in New 
York for those who want to get it.” 
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Here’s Stationer Ira Sloan’s new store—second floor, center—along the 


it 


7 





inviting promenade that takes shoppers right to the full-length glass front 
through which his entire store is visible. 


Photos courtesy of Bulman Corp. 


SECOND-STORY 


ira Sloan selected the second floor of a new Southern 


California shopping 


Greeting cards and 
wrappings play an 
important part at 
Sloan's Station- 
ery where they are 
displayed in dark 
cases to give them 
additional emphasis. 
Note how the struc- 
tural posts have 
been diminished by 
gold accents against 
midnight black. 


center 


for 


his 


stationery 


store 





loan’s Stationery is upstairs on 
S the plaza. 

But unless you have seen this 
plaza, you couldn’t visualize just 
what this means in the complex 
pattern of a huge Southern Califor- 
nia shopping center. 

Window shopping, the leisurely 
Main Street kind, has all but dis- 
appeared from the local scene. But 
here in the Crenshaw-Imperial shop- 
ping center—about 15 miles from 
downtown Los Angeles—window 
shopping has come back in a square 
devoted entirely to pedestrians. In 
this quiet square, complete with 
fountains and a pool, Ira Sloan 
picked the dominant spot for his 
stationery store. 

From the huge parking area out- 
side, Sloan’s faces the plaza entrance 
from the upper deck in a position 
impossible to miss. Wide, shallow 
steps—open, without risers—seem 
to drift to the upper “sidewalk” s0 
the shopper reaches the topside 
stores without the feeling of having 
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fight: Sift department showcases in the 1,700-foot store feature top 
Glass, dull gold-finished metal and back lighting combine co 
to give high-profit items an attractive setting. 


visibility 


Below: 


racks provide space for a large amount of office supplies and equip- 
ment in this section of the new Sloan store, designed to allow 
enough room for customers to serve themselves. 





Right: Art supplies fill the back of the store. Note how illumination 
céntinues unbroken into storage space in the rear. 


STATIONER 


climbed a flight of stairs to a second 
story. 

Here is the perfect setting for 
stationery, away from the traffic, the 
shopping carts, the heavy bags and 
cartons from the supermarket or 
hardware store. Here are the stores 
whose wares are easily portable: 
shoes, jewelry, clothing, gifts, and 
new hairdos. Here, for a moment, 
the housewife can forget the kids— 
or set them to riding the mechanical 
horse that canters around a track. 

Ira Sloan and his wife, Ola, are 
comparative newcomers to the busi- 
ness with only three years in the 
stationery field, but they were quick 
lo realize the advantages offered by 
the plaza. They had the imagination 
and foresight to realize that here 
was the perfect setting for small 
tationers devoted to personal serv- 
ce and leisurely shopping. 

Sloan’s is not “and Camera 
Shop;” Sloan’s is not, at this stage 
anyway, ‘and Bookstore;” it is, as 
the sign says, “Sloan’s Stationery— 
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Well-lighted wall shelving and wide gondolas with end 


Artist Supplies.” 


Furthermore, if 
you want a greeting card for any 
occasion, you will probably find it 
at Sloan’s. 

The small gift department is in- 





viting social stationery and the 
commercial department surprising- 
ly complete for a small store. Office 
furniture, office machines and pic- 
ture frames somehow find adequate 
space, and the artist would look 
quite a while for a more varied art 
supply section. 

After several weeks of opera- 
tion and still flanked by empty 
stores, the Sloans are doing a lively 
business. It was evident from a re- 
cent ‘conversation with Mr. Sloan 
that they have given a great deal of 
time and thought to the layout of the 
new store. They chose Bill Crum, 
stationery store engineer, to do the 
store engineering and fixture instal- 
lation; and they are pleased with the 
results. 

To emphasize the greeting cards, 
a dark base was given to the display 





in an otherwise light store. The ba- 
sic colors are sand and light blue- 
green, with dull gold showcases. 
The greeting cards rest on a black 
base, banded with a gold that echoes 
the metal in the glass cases. The 
shaggy, sound-absorbing ceiling is 
low and supported by posts—the 
whole store has a floor space of 
only 1,700 square feet. With skill- 
ful arrangement of fixtures and full- 
length lighting running from front 
to rear, Mr. Crum has added the 
impression of depth. This elimi- 
nates any feeling of claustrophobia 
which might otherwise have result- 
ed from so much merchandise dis- 
played in so limited an area. And, 
of course, they have taken full ad- 
vantage of the glass store front; 
keeping it uncluttered from floor to 
ceiling to extend the illusion of 
more space right out through the 
store front. 

The Solans have opened what 
really is an upstairs store in a new 
kind of location. 
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Stationers learned how to 
keep pace with their growing 
industry in Chicago — where 
technical knowledge and 


practical experience joined 


forces 


ealers at the 1961 National Sta- 

tionery and Office Equipment 
Assn. convention were shown how 
to sharpen and streamline their op- 
erations to keep pace with the 
growing office products industry. 

The successful format of the 
Idea Exchange Fair — a new con- 
cept in convention communications 
launched at this Sept. 23-26 meet- 
ing at Chicago’s Conrad Hilton Ho- 
tel — stimulated enthusiasm for 
spontaneous idea exchanges that 
carried over into all discussion- 
forum sessions. 

These “fairs”—designed to pool 
the technical knowledge of experts 
with the practical experience of 
NSOEA member-delegates—probed 
into subjects like advertising and 
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Key convention personalities stand by as Miss Office Products cuts the ribbon 
opening the 425-plus exhibits. From left are Caldwell Harper, new NSOEA 


president; Miss Office Products; J. 


Howard Patrick, outgoing association 


president; and Kemp Huber, convention general chairman. 


Idea Exchange Sparks 
NSOEA Convention 


promotion, use of design in furni- 
ture sales, and sales compensation 
and incentive programs. 

Two nationally prominent speak- 
ers—NBC-TV’s Chet Huntley and 
Secretary of Commerce Luther H. 
Hodges—encouraged the conven- 
tion’s general feeling of optimism 
toward the future of the office prod- 
ucts industry with their optimistic 
predictions about this nation’s econ- 
omy and world affairs. 

Commenting on government’s re- 
lations with business, Newsman 
Huntley declared, “No group of 
businessmen in the history of the 
world has been so assisted and aid- 
ed as American businessmen have 
been by their government.” 


He pointed directly at severe 


critics of “too much government” 
and asked, “By what program are 
we rendered less free?” And, turn- 
ing to the present state of world 
affairs, the veteran commenator 
said, “Things aren’t as black as 
alarmists would tell you.” 
Secretary of Commerce Hodges 
pointed out that growth has been 
a habit of the office products in- 
dustry since World War II and, 
far from tapering off, this growth 
should accelerate. His forecast was 
based on three assumptions: 


@ “Business itself should be grow- 
ing at a faster rate in the future— 
and as business grows, so do your 
sales. 


@ “The continued trend toward 
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ater employment of nonproduc- 
fon workers—that is white-collar 
and supervisory personnel. 


e“A third force for growth—ac- 
wally, the greatest of all for the 
long-term future—is research and 
development.” 

Speaking in this same sphere, 
outgoing NSOEA President J. How- 
ard Patrick took issue early in the 
convention with those “who have 
been spurring the national cam- 
paign designed to strike fear of au- 
tomation into the public mind.” 

Quoting the Bureau of Labor 
Statistics, the San Francisco station- 
er pointed out that clerical employ- 
ment rose from 8.5 million in 1955 
to 9.7 million in 1960. 

Mr. Patrick noted that the bu- 
reau estimates that by 1970 white- 
collar workers are expected to num- 
ber 37 million. “This would be an 
increase of almost nine million jobs 
over the 1960 figure,” he said. 
“And since clerical workers now 
represent some 34 percent of the 
nation’s white-collar force, it is rea- 
sonable to assume the nine million 
increase will result in at least sev- 
eral million more clerical jobs in 
the next nine years.” 

He said that the NSOEA-spon- 
sored survey of the office products 
industry — conducted by Rogers, 
Slade & Hill, New York manage- 
ment consultants—shows that with 
the increasing use of automation— 
“the industry registers a growth rate 
of 11 percent”—there is a corres- 
ponding need for office workers. 

Advertising and Promotion 

In one of the five Idea Ex- 
change Fairs, Harold O. Shively, 
MODERN STATIONER publisher, told 
dealers attend.ng his session on 
“Dealer Advertising and Promo- 
tion” that they usually mention 
newspapers as the medium in which 
they spend the most money, but 
point to direct mail as the method 
that gives them the most for their 
money. 

This was discovered through a 
new survey of 471 dealers on this 
subject. A full report on this sur- 
vey is given in another article in 
this issue. 

This was discovered through a 
new survey of 471 dealers on this 
subject. A full report on this sur- 
vey is given in another article in 
this issue. 

Another session answered the 
question “How to make design pay 
office in furniture sales?” Moder- 
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Conventioneers are concentrating here on “How to Make Design Pay Off in Furni- 
ture Sales’—the subject of one of the convention’s five concurrently-run Idea Ex- 
change Fairs. 





Dealers discuss the use of automation in their own business in one of two seminars 
on automation at Chicago. Here they were told that a minimum of $35,000 gross 
per month is necessary to justify the installation of tab equipment in their own 
businesses. 





Robert Spelman, executive director of the Wood Office Furniture Institute, presents 
the Clegg Trophy to Marie Walters of Ivan Allen Co., Atlanta, who accepts the ad- 
vertising award for her firm. 
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M. H. Chute, left, chairman of the Wholesale Stati 





s Assn. awards committee, presents the 


ating this meeting was Georze Tice 


of Geyer’s Dealer Topics, v 10 said 
it is no longer enough for © dealer 
to know office furniture—he must 
be familiar with color, design and 


other technical considerations. Mr. 
Tice noted that 73 percent of the 
manufacturers contacted through a 
survey made no attempt to edu- 
cate dealers. The Geyer’s survey al- 
so revealed that dealers take on 
design to stay in business, “not to 
offer an additional service.” 
Hayden Jones of Ivan Allien Co., 
Atlanta, pointed out that 56 per- 
cent of surveyed dealers listed 
architects as serious competition. 
However, an architect on the fur- 
niture panel countered by stating, 
“Architects are not really so much 
in competition with you.” He ex- 


WSA Outstanding Manufacturers Awards. From left are Mr. Chute; John Pickett, accepting for 
Pickett & Eckel Inc.; Michael Keith, W. A. Sheaffer Pen Co.; and Bill Duval, The H-O-N Co. 
Awards also were presented to six manufacturers salesmen at the WSA meeting at which 


Ralph Moser, Carpenter Paper Co., was installed as president. 


Harper Elected 


NSOEA Gears for Future 


dynamic “Five-Year Plan for NSOEA”—an out- 

line that calls for doubling membership and budget 
—was laid out before the convention in the keynote 
address of J. Howard Patrick. 

Mr. Patrick, outgoing NSOEA president, declared 
that his proposals for the association’s future are “am- 
bitious,” but emphasized that “the danger in an in- 
dustry as dynamic and important as ours is that plans 
are not big enough.” 

Charged at the Chicago convention with leading 
NSOEA through the first phase of this new program 
was H. Caldwell Harper, Greenville, S. C., stationer. 

As 1961-62 NSOEA president, Mr. Harper will be 
assisted by his three newly elected vice presidents, 
B. F. Henderson, County Stationers Inc., Ventura, Cal.; 
Leon Black, W. A. Sheaffer Pen Co.; and Izzy Voda, 
Wallace Pencil. These three men will also serve as 
chairmen of the Distributors, Manufacturers and Trav- 
elers Divisions, respectively. 

Also elected at the four-day meeting in the Con- 
rad Hilton Hotel were: M. S. Marshall, Ginn’s Stock- 
ette-Fiske, Washington. D. C., vice chairman of the 
Distributors Division; Lawrence W. Miller, General 
Fireproofing Co., Manufacturers vice chairman; Mar- 
tin M. Moldow, Martin M. Moldow Associates, New 
York, Travelers vice chairman; Mike Runnels, Com- 
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Henderson 


mercial Office Furniture Co., Washington, D. C., treas- 
urer; and Henry A. Niven, Chas. G. Stott & Co., 
Washington, D. C., assistant treasurer. 

Mr. Patrick will now serve as chairman of the 
NSOEA board. 

Highlights of the new “Five-Year Plan” include the 
following objectives: 


@ By the end of the five-year period, doubling mem- 
bership to 5,000 dealers, 1,000 manufacturers, and 
2,000 travelers. 


@ An annual budget of at least $1,000,000. This is 
compared with the $648,000 balanced budget ap- 
proved for 1962. 


@ Authorization—later given at the business session 
—to increase executive committee membership from 
7 to 10 members. 


@ Expansion of the West Coast exhibit. Here it was 
also announced that an Eastern convention and exhibit 
are being considered and that the Conrad Hilton Hotel 
will offer 200 additional exhibit spaces next year. 

@ A study on establishing a Wholesalers Division to 
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plained that since it adds to his 
overhead, an architect would pre- 
fer not to have his own interior de- 
signe’. 

Sales Compensation 


Michael L. Sanyour of Harbridge 
House—leading the session on sales 
compensation and incentive pro- 
grams—warned that 15 percent is 
the danger sign for selling costs. 

“The dealer,” Mr. Sanyour said, 
“jg just as much interested in the 
amount of money paid as_ the 
method of payment.” 

He pointed out that a recent 
study of the industry—the Current 
Survey of Operating Results re- 
veals some noteworthy differences 
between the high-profit firm and the 
average firm. 











“Gross margin for the high-prof- 
it firm averages 36.3 percent. Gross 
margin for the average firm is 34.3 
percent. Operating income—that is, 
net profit before taxes—for the 
high-profit firm is 7 percent, com- 
pared to 2.4 percent for the aver- 
age firm.” 

Mr. Sanyour explained, “Part of 
the difference in operating income 
can be attributed to the differ- 
ence in gross profit. But the biggest 
part of the difference is in selling 
expenses for these two groups of 
dealers.” 

For the high-profit firm, selling 
expenses, which include car allow- 
ances, promotional activity, and 
salesman compensation, is 11.5 per- 
cent. For the average firm, this fig- 
ure is 14.3 percent. 








“Somehow the high-profit firm 
has managed to run a sales organi- 
zation on 3 percent less than the 
average firm. This would indicate 
that the level of compensation, plus 
fringe benefits, for the firm which 
wished to substantially improve its 
profit position would be around 11 
percent, rather than 14 percent,” 
he noted. “Therefore, if your sell- 
ing costs are above this amount 
you are probably paying more than 
you need to pay to get the sales 
job done.” 

Mr. Sanyour also pointed out 
that of the three types of com- 
pensation—the salary plan, com- 
mission plan, and combination plan 
—the best method is the combina- 
tion, because it includes the basic 
advantages of straight salary and 





Black Voda 


parallel the present Dealers and Manufacturers Divi- 
sions. 

@ Establishment of a Furniture Division, and the 
subsequent establishment of Supply and Machine Di- 
visions. 


In addition to the executive committee expansion, 
other bylaw action included changing the name of 
the Field Division to Travelers Division. 

Approval also was given to bring the presidents 
of the 14 Travelers Clubs to Washington this fall for 
the third annual Governors Conference. 

NSOEA moves into 1962 with a 
$509,000. 

The total registration of 13,646 for the Sept. 23-26 
session—while down about 2,000 from the five-day 
meeting in 1960—is said to reflect the association’s 
new policy of limiting exhibitor badges to five per man- 
ufacturer. The number of persons registering for the 
full four days was 2,577; a gain of almost 600 over 
last year. NNSOEA reported that dealer registration 
for exhibits this year was 6,433, which represents 
another gain over 1960. 

Joseph A. Buffo of Office Equipment Co., Cantor 
Ohio, won the convention’s grand attendance prize, a 
Volkswagen panel truck. 


reserve of 
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Marshall 


Recipients of awards presented at the convention 
were: 

Ollie Isaak, W. H. Kistler Stationery Co., Denver, 
was presented the Ivan Allen Cup as NSOEA Dealer 
Salesman of the Year. 

Ivan Allen, Jr., Ivan Allen Co.. Atlanta, Ga., Hon- 
orary NSOEA Membership Award. 

Ivan Allen Co., Clegg Trophy for best All-Around 
Advertising Program. Runner-up was W. H. Kistler 
Stationery Co. 

Lucas Brothers, Baltimore, Best Single-Medium 
Advertising Award. Honorable mention went to Coun- 
ty Stationers, Ventura, Calif.; Forrer Equipment Co., 
Milwaukee; Office Outfitters, Middletown, Ohio; and 
Summerville’s, Akron, Ohio. 

Hugh Reeves, Jacquin & Co., Peoria, Ill., the 
Garvin-Wolcott Award for winning the Industry Im- 
provement Contest. 

George Cornell, Cornell’s Stationers, Chula Vista, 
Calif., 1960-61 governor of the old District 14, Gov- 
ernors’ Contest Award. 

Clark Office Supply, Phoenix, and Bachman’s Inc., 
Greeley, Colo., tie for first place in NSOEA’s Store 
Modernization Contest. 

Golden State Travelers Club, Travelers Club Con- 
test Award. 
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straight commission, and is respon- 
sive to direction and control. 

Other Idea Exchange Fairs in- 
cluded a transportation cost control 
workshop conducted by Frank M. 
Cushman, NSOEA transportation 
consultant, and—for the ladies— 
“How to Make or Brake Your Hus- 
band,” a presentation by Dr. Har- 
old Gray of Michigan State Univer- 
sity. 

Legal Activities 


Washington Attorney George P. 
Lamb—speaking before the Dis- 
tributor Division meeting on “Ef- 
fective and Legal Association Activ- 
ities”—-pictured the trade associa- 
tion as one of the key institutions 
contributing to the American capi- 
talist system. 

“Without the services of the trade 
association, our capitalist economy 
could well abdicate to the growing 
threat of state socialism,” he said. 

However, Mr. Lamb warned 
dealers that local trade associations 
should be designed for the exchange 
of business information—as “sort 
of a graduate school of business, 
not a cartel.” Most local associa- 
tions try to do too much and meet 
too often, he said, noting that three 
of four basic activities are enough. 

The attorney listed the follow- 
ing suggestions for trade associa- 
tions: Restrict meetings of competi- 
tors. Have a set of bylaws and se- 
lect a lawyer to act as councel. 
Prepare a specific written agenda 
when meeting with competitors. 
Keep accurate minutes. Keep cor- 
respondence with competitors clear 


The Saturday night Casino Party was a Gay-Nineties time. Modeling 
costumes typical of those worn at the affair from left are Ben Phil- 
brick, general convention co-chairman; Mrs. Chumley of Woodworth’s 
Book Store, Chicago; and Homer Lay, NSOEA assistant general man- 


ager. 

















—not platitudinous—so that noth- 
ing can be read into it. 

“Your great protection on the 
dealer or local level against possi- 
ble violation of the law is to have 
a constructive program of activities, 
which you have analyzed in ad- 
vance,” Mr. Lamb advised. “To 
have a group, you should have a 
common enemy. Work out a pro- 
gram aimed at eliminating that ene- 
my.” 

Following this discussion, Mr. 
Lamb was open to questions from 
the floor. These questions and his 
answers included: 

What responsibility does a mem- 
ber of a national trade association 
have for local association activi- 
ties? “If you wish to extricate your- 
self from something going on local- 
ly you must fight against it. Write 
letters exposing and denouncing the 
activity and return all material re- 
lating to the subject in question.” 

What should you do if federal of- 
ficers come in to investigate possi- 
ble meetings with competitors? 
“Call your own personal attorney, 
and don’t invite the investigators in 
just because you think you have 
done nothing wrong. Your counsel 
will ask the investigators what they 
are looking for, and limit the in- 
vestigation to covering only a cer- 
tain period of time. This eliminates 
a “fishing expedition.” There 
isn’t a bus’ness where something 
wrong can't be found.” 

In closing the attorney cautioned 
against the temptation to destroy 
files. If a grand jury is sitting, this 
is another violation, he warned. 


president. 


Mr. Lamb added that, “Ir divid. 
ually you can charge whatev:r you 
wish, but under no circums ances 
can you get together with you: com- 
petitors on it.” 
Dealer Problem Clinic 

The formal exchange of iceas at 
this 56th annual NSOEA conven- 
tion closed with a dealer problem 
clinic led by J. Howard Patrick, 
At this session, the following points 
were brought up: 


@ Shoplifting increases as stores 
become more spacious and self-sery- 
ice cuts down on personnel. Mr. 
Patrick noted that he has found, 
while a drop in personnel doesn’t 
save too much on overhead, the say- 
ings more than cover what is lost 
to shoplifters. 


® If you have to compete with 
discount houses, let your customer 
pick up his merchandise at the back 
door; leaving the item in the orig- 
inal carton so that any damage is 
concealed. You get what you pay 
for. 

@ One dealer said that he charges 
25 cents for delivery of an order of 
$3 or less, following the lead of de- 
partment stores in his area. Anoth- 
er dealer charges 50 cents for de- 
livery of an order of $3 or less, 
“because they will usually bring up 
the purchase to over the m’nimum.” 
A third dealer noted that he 
charges what the delivery service 
charges him, 68 cents. 

As this clinic moved into its 
final moments, a dealer seated in 
the audience brought up the ques- 
tion of manufacturers eliminating 
cash discounts. 

“Elimination of cash discounts 
by manufacturers is a pretty good 
sign, I would say,” quipped Mr. 
Patrick, “a sign that indicates we’re 
paying our bills.” 


Wives of new NSOEA officers are hostesses for the Ladies Tea and 
Reception. From left are Mrs. Leon Black, wife of the Manufacturers 
Division chairman; Mrs. B. F. Henderson, wife of the Distributors 
Division chairman; and Mrs. Caldwell Harper, wife of the NSOEA 
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TIES IN WITH BIGGEST 
BALL PEN AD CAMPAIGN 
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PAGES! PAGES! PAGES! 


Pages in Life! Pages in Saturday Evening Post and Look! Pages 
in Time and National Geographic — all pitching the Parker 
T-BALL Jotter and Gift Sets for Christmas. Big, colorful ads 
with warm holiday sell reach 12,000,000 readers and send 
them to dealer gift displays. 





JINGLE! JINGLE! JINGLE! 


From Maine to California the air will be filled with Parker 
T-BALL Jotter Christmas music for seven weeks. Everybody 
will hum it. ‘Most everybody will buy the Parker T-BALL Jotter 
for Christmas giving. Plan now to get your share. 
Get the EXTRA Christmas Stocking Sales 
with Parker T-Ball Jotters 


ASK FOR PARKER DEAL NO. 935-X! 


1, Stock this basic Christmas display unit 2. Choose your own 6 and 12-pack “back-up” units 


This sparkling Christmas self-seller displays a counter-tested 935-1 Twelve $1.98 Parker Speci 
; : pecial Jotter, assorted colors - - - $14.26 
co peli peeminge tet Resend rl a 935-2 Six $2.98 Parker Custom Jotters in stainless steel - - - $10.73 
tuners spend one of eight ball pen dolas on this single SAGE oS parker “Purdnes” sets, esentedclors- = =~ $1422 
. Each Parker T- jotter handsomely gift-packed. = oo ne é et tos . 
You pay $28.52, take in $47.52, for full 40% profit. No charge 935-5 Six $5.95 Parker “Pardners” sets in stainless steel vache $21.42 
for Christmas display. 935-6 Six $7.95 Parker “Pardners” sets, 3 gold, 3 rhodium finish - $28.62 


Six Different Jotter Assortments Sell From This One Display! 


+The Parker Pen Company 


as MAKER OF THE WORLD’S MOST WANTED PENS 
JANESVILLE, WISCONSIN 


- for more details circle 65 on last page 
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Modern Stationer 
Promotes 2 Editors 

The promotion of two editorial staff 
members has been announced by Har- 
old O. Shiveley, publisher of MODERN 
STATIONER. 

Gene Gruba, associate editor for the 
past year, has been appointed the new 
managing editor with full responsibility 
for the day-by-day editing of the maga- 
zine. 

Don Fischer has been advanced to 
editor with instructions to devote more 
time to planning and editorial direction 
than was possible in the past. He has 
served as managing editor for the past 
four years, a period of steady growth 
for the magazine. 

“Each month,” said Mr. Shively, 
“MODERN STATIONER reaches more peo- 
ple in the office products industry than 
any other publication. This latest edi- 
torial expansion is part of a continuing 
effort to improve our service to these 
readers.” 

Mr. Gruba comes to his new assign- 
ment with more than 10 years experi- 
ence in the communications world, hav- 
ing worked on a _ metropolitan daily 
newspaper and on the editorial staffs of 
several business magazines affiliated with 
MODERN STATIONER. He has worked on 
Paper Sales, Modern Converter, The 
Hearing Dealer and DPC Convention 
News, a tabloid newspaper published 
each day during the twice a year meet- 
ings of the National Paper Trades Assn. 
The new managing editor is a native 
of Duluth, Minn., and a graduate of the 
University of Minnesota. 


Year-end Results Off 
At Stationers Supply 

Associated Stationers Supply Co., 
Chicago, reported full-year results were 
$80,000 below those of a year ago— 
despite a strong second half. 

Generally poor business conditions in 
the first half of fiscal 1961 and a lack 
of earnings from three new warehouses 
held the results down, according to O. 
Gressens, president. 

Sales for the year ended on June 30 
were $12,766,823, or $80,000 below 
1960’s $12,846,996. 

Mr. Gressens said net was $251,095, 
or 71 cents a share, compared with 
$262,421, or 74 cents a share for the 
previous year. 

“The continued improvement of sales 
during recent months and the expected 
progressive acceptance of the new ware- 
houses should improve the results from 
operations during the current year,” the 
president of the wholesale stationery firm 
added. 
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Iowa Office Machine Dealers Assn.: John P. Miller, sales manager for the 
M&M Sales Co., Des Moines, was elected president at the group’s annual 
meeting at the Hotel Kirkwood. Other new officers are: James Proctor, vice 
president; Arthur Berven, secretary; and Jerry Minor, treasurer; all of Des 
Moines. The meeting was attended by about 50 office machine dealers 
from throughout the state. 


Wholesale Stationers Assn.: The first annual WSA Distinguished Manufac- 
turers Salesmen’s Awards were presented to six salesmen at association’s 
annual meeting—following the NSOEA convention in Chicago. Awarded 
were: Arthur M. Carrow, Swingline Inc., Southwest Region; Al Lint, Carter’s 
Ink Co., Northwest; Jack Luke, Photo Materials Co., Midwest; Donald Camp- 
bell, Dennison Manufacturing Co., Northeast; Franklin E. Riesing, Bankers 
Box Co., Pacific Coast; and John R. O'Hare, Boorum & Pease Co., Southeast. 


Stationery and Office Equipment Guild of Canada: The guild recently con- 
ducted a series of one-day regional meetings around the country. Leading 
the meetings were Jean Ayotte and Harvey Barrier, guild president and gen- 
eral manager, respectively; Tom Jarvis of Minnesota Mining and Manufactur- 
ing of Canada Ltd.; and Art Durrant of Carter’s Ink Co. of Canada Ltd. 
Locations of the sessions were Vancouver, Edmonton, Saskatoon, Winnipeg, 
and Sudbury. The final meeting was held on Oct. 20 in Sudbury. 


Ivan Allen Co., Atlanta: Ivan Allen, Jr., emerged victorious in his bid to 
become Democratic candidate in the race for the mayoralty of Atlanta, an 
office traditionally captured by the Democratic candidate. This campaign 
has been widely publicized in articles appearing in publications including 
Fortune Magazine and the Wall Street Journal. Mr. Allen received editorial 
endorsement by Atlanta and Atlanta area newspapers. 


Wood Office Furniture Institute: The institute has postponed dealer clinics 
on leasing which were scheduled for Oct. 17, 19 and 25 in Detroit, Chicago 
and Philadelphia, respectively. No new dates were available at presstime. 


Handwriting Foundation: Wilbur K. Olson of the W.A. Sheaffer Pen Co. 
was unanimously re-elected to a two-year term as president. Also re-elected 
to two-year terms were Richard W. Holznecht, Parker Pen Co., vice president, 
and Charles K. Lovejoy, Scripto Inc., secretary-treasurer. Named to two-year 
board terms, in addition to Mr. Olson, Mr. Holznecht and Mr. Lovejoy, 
were: John D. Horne, Eberhard Faber Inc.; Kenneth N. MacDonald, Ester- 
brook Pen Co.; George E. Bartol, III, C. Howard Hunt Pen Co.; Julius 
M. Kahn, David Kahn Inc.; and Dr. Frank N. Freeman, University of Cali- 
fornia. 
w « e 


Obituaries: Conrad Bergmann, 77, vice president, board chairman and co- 
founder of Peerless Steel Equipment Co., Philadelphia, died on Aug. 31... 
Nathan Cohen, 61, a Chicago stationer, died on Sept. 5... Charles H. Evans, 
78, a retired Phoenix stationer and office furniture salesman, died recently... 
Thomas P. O'Toole, 65, a Dubuque, Iowa, office supply store operator and 
Iowa state representative, died on Sept. 1...Ted R. Warkentin, 54, president 
of Southwestern Stationery & Bank Supply Co., Lawton, Okla., died on Sept. 
24. 


PRESSTIME NEWS» 
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Small Business 
Failures Studied 

Lack of management know-how, per- 
sonality defects and under-capitalization 
were the chief causes of failures for 40 
of 81 newly-established small firms 
studied in Providence, R. I., according 
to a publication by the Small Business 
Administration. 

The book, “The First Two Years: 
Problems of Small Firm Growth and 
Survival,” is the second in the Agency’s 
Small Business research series. It re- 
ports the results of a study made by 


Brown University under contract with 
SBA. 
The report reveals that the motiva- 


tion for starting a business and for mak- 
ing management decisions often is a 
spur-of-the-moment choice, rather than 
logic. Moreover, management experience 
plays a greater role in the success of a 
small business than occupational experi- 
ence. According to the study, neither of 
these two elements would be revealed 
by the usual statistical data. 

Besides the importance of a logical 
approach to business decisions, the find- 
ings highlight the significance of one 
personality trait — persistence. Several 
of the firms, which apparently could 
have survived, closed “unnecessarily” be- 
cause of a lack of persistence. 

Copies of the publication may be 
obtained from the Superintendent of 
Documents, Government Printing Of- 
fice, Washington 25, D. C. for $1. 
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VULAR,® a 
TERAFILM® plastic 
sheet made of 
EASTMAN KODAK’S 
new TENITE® 
polyester. 
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SHEET 
PROTECTORS 


PROFIT...PRICE...QUALITY...VALUE 
Customers are quick to realize the many advantages Vular Sheet Protectors 
offer them. They like the price, quality and value. You'll like the profit margin 
and the way these crystal clear sheet protectors move off your shelves. Stock up 
now and watch your sales climb. For full details and a free sample of the Vular 


plastic sheet protector, write: 














IIL al ReWAU) INDUSTRIES, INC. 


AMERICAN KLEER-VU PLASTICS, INC., DIVISION 





76 Madison Avenue ¢ 


40 


New York 16, N.Y. ®@ 


ORegon 9-5900 
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Office Furniture 
Sales Increase 


Office furniture sales in 1°60 jp. 
creased 5.4 percent over 1959, accord. 
ing to the U. S. Bureau of Census, 


the 


An analysis of report by the 


Wood Office Furniture Institute. shows 
wood office furniture sales climbed to 
$91.5 million from 1959's recor«d-break- 
ing $87.4 million, an increase of 4,7 
percent. Metal office furniture sales (ex. 
cluding safes and files) for this same 
period were $203.1 million compared 
with the previous year’s $192.2 million, 

Despite two economic lags in the last 
five years, total office furniture sales 


have shown a remarkable gain of 108 
percent for this period, said Gilbert B, 
Bosse, WOFI president. Bosse said wood 
office furniture has gained a 3.3 per. 
cent share of the market during this 
five-year span when the wood and metal 
associations have jointly sponsored an 
annual census of sales. 


Total 1960 industry sales, including 
files and safes, have risen 36.2 percent 
over 1956 sales. 


Greeting Card Group 
Thanks Stationers 

As a feature of its 20th anniversary 
celebration, the Greeting Card Associa- 


tion has placed full page announce- 
ments in October and November issues 
of leading stationery, gift and greet- 


ing card trade papers. 

The announcements express a sincere 
“thank you” to all who have done such 
a capable job of displaying and sell- 
ing greeting cards throughout the years, 
the association said. 

It also presents for the first time in 
the association’s 20-year history, the 
membership roster of the group, thus 
identifying to the entire trade the in- 
dustry-minded companies who give their 
moral and financial support to the many 
constructive programs aimed to main- 
tain and strengthen the greeting card 
business that are carried on by the 
association, the announcement said. 

The association maintains headquar- 
ters in Radio City, New York. Fred 
J. Wagner of Gibson Greeting Cards, 
Inc., is president of the board of di- 
rectors. Steve Shannon is executive di- 
rector. 


Two Companies Merge 

Spritz Equipment Co., dictating and 
recording equipment distributor, has 
merged with Associated Business Ma- 
chines, Inc., of Cincinnati, Ohio. Stan- 
ley R. Spritz, president, has joined As- 
sociated and will handle its dictating 
and recording machinery sales. Asso- 
ciated, headed by Hal A. Steeves, dis- 
tributes automatic typing equipment, du- 
plicators, addressing machines, punched 
cards, and tape and copying machines. 


Koch Promotes Bell 

Donald Bell has been promoted to 
office machines department manager of 
Koch Brothers, Des Moines, Iowa. In 
making the announcement, Richard 
Koch, vice president, said Mr. Bell has 
been with the firm for three years. 
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)pen before Christmas! 


Get ready now fo sell... 
and sell... your 

biggest profit-maker 
in desk dictionaries! 


EBSTER'S — we QsTER's 


Ww WORLD 


gift for people of all ages and in- 

terests is a fine dictionary — 
“The gift they’ll open 365 days a 
year.” When your customers are do- 
ing their Christmas dictionary 
shopping, show them the finest dic- 
tionary available today: WEBSTER’S 
New Wor .p DICTIONARY. 


NEWEST! BIGGEST! BEST! More than 
142,000 entries. 1,760 pages. More 
than 3,100 terms illustrated. More 
of everything modern people demand 
in a truly modern dictionary. It’s 
“the experts’ dictionary,’ used by 
leading writers, scholars, and edu- 
cators, and officially approved at 
more than 1,000 leading colleges and 
universities. 


Vain in and year out, the perfect 





Stock up now for the big Christmas 
gift-buying season gt these generous 
discounts: 5 copies, 40%; 25 copies, 
41%; 50 copies, 42%; 100 copies, 
43%. But don’t wait till Christmas to 
display this fast-moving gift item in 
your window. Stationers all over the 
country have found that every day 
is Christmas when you're selling 
WEBSTER’S NEW WORLD DICTIONARY! 





$5.75 plain 
$6.75 with thumb index 


THE WORLD PUBLISHING COMPANY 
Cleveland 2, Ohio 
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Wholesalers and retailers are invited 
to prepare special school kits made up 
of six pencils, two erasers, one box of 
crayons, two pads of paper and one 
blunt-pointed scissors. These are sent 
to the Church World Service Center. 


NEWS 


. . . . . - . 


School Supplies 
Asked for Latins 
The School Supply Wholesalers of 
America has been asked to provide 
school supplies to Latin America. It is 
part of a program to help build “the 
foundation for World Community.” 
The United Church Women have 
written the office of the Wholesale Sta- 
tioners’ Association, urging the organi- 
zation to ask its wholesaler members— 
those firms which normally sell school tification program. Creation and design 
supplies to retail stores for resale to of the program was by Gerald Stahl 
consumers — to help meet the “mass Associates, New York, specialists in cor- 
thirst for knowledge in the Americas porate identity planning. 
where more education at all levels is Purpose of the system is to emphasize 
a pressing need.” the family relationship among the firm’s 


3M Adopts Distinctive 
New Logo for Products 

After nearly 60 years of trademark di- 
versification to keep pace with the 
growth of the company, Minnesota Min- 
ing and Manufacturing Co. of St. Paul 
has adopted a new, coordinated iden- 
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Dealers handling : 

JUSTRITE © 

Deposit Receipt Cases § 
are 

making MONEY! 









Come, 
MEE Facuunes rp 
Ci SPRVE yoy 











WALLET STYLE 



















Legend says everything King Midas 
touched turned to gold. Phooey! Dealers 
handling JUSTRITE’S Deposit Receipt 
Cases do much better. They turn them 
into money ... profits! Used by banks 
and savings institutions, these durable 
envelope cases provide long-lasting us- 
age for holding mechanically printed 
deposit receipts, as well as customer 
convenience. Come in red rope or col- 
ored fiberine stocks. 2 popular styles. 
Wide range of sizes, including those for 
Burroughs and National Cash Register 
machines. For money’s sake, get ’em! 


Write any one of 
our factories for 
samples and 
complete infor- 
mation on these 
and other fast 
selling Justrite 
envelope prod- 
ucts. 


VOUCHER STYLE 


Oe ee ke ELLE SE BREEN i i 
ees, LaAree Modern JUSTRITE Factories 
NORTHERN STATES ENVELOPE CO. 


300 East Fourth Street e¢ Saint Paul 1, Minnesota 
JUSTRITE ENVELOPE MFG. CO., INC. 


523 Stewart Avenue, S.W. e¢ Atlanta, Georgia 
NATIONAL JUSTRITE ENVELOPE CO. 


2220 West Beaver Street ¢ Jacksonville, Florida 


Just 


Direct to you— 
we do not sell consumers 





- - - for more details circle 63 on last page 


42 


lines of widely diversified products, ag. 
cording to J. C. Duke, executive vice 
president for sales administratic 

“The system will clearly emphasize 
our company’s leadership in every me. 
dium of visual communicatior Mr, 
Duke said. 

“Until the present time, the company 
was using more than 50 different trade 
marks in as many type faces, few of 
which have anything in common with 
the others. Through the use of our 
distinctive new symbol and alphabet, 
we hope to make it easy for anyone 
seeing our trademarks to readily iden- 
tify the product with the 3M company,” 

The major element of the identifica. 
tion program is the strong new 3M 
trademark, featuring a distinctive num- 
eral 3 and letter M. Since 3M adopted 
its first logo in 1906, there have been 
a number of designs used by the com- 
pany. 


Dun & Bradstreet Offers 
Sales Training Program 

Dun & Bradstreet, in line with its 
program of guidance to profitable busi- 
ness management, has launched a new 
home study sales training program. 

Fred H. Brockett, firm president, said 
through its day-by-day contact with 
business at all levels, Dun & Bradstreet 
knows and evaluates key success factors, 
of which sales effectiveness is one of 
the most significant in the present com- 
petitive situation. He added that recent 
studies show mounting sales costs and 
stiffening sales competition render the 
role of the individual salesman more 
difficult yet more vital than ever. 

The course includes 12 study units, 
each consisting of an average of two 
chapters. One unit is mailed every two 
weeks. Each study unit closes with ques- 
tions on the text and exercises based 
on the salesman’s individual selling situ- 
ation. These are answered by the stu- 
dent and mailed to D & B for checking 
by a course instructor assigned to work 
closely with the individual salesman. A 
certificate will be awarded to those 
who successfully complete the course. 

Subjects include personality develop- 
ment, building the powers of persuasion 
through motivation, thorough product 
knowledge, presentation preparation, 
winning attention and confidence, meet- 
ing objections, and _ successful _ tech- 
niques. Fee for the course is moderate. 


Tie Clip Offered 

A special tie clip to help dealers 
put promotional emphasis on its pres- 
tige line of PFM and Imperial fountain 
pens is offered by the W. A. Sheaffer 
Pen Co. The clip matches the distinctive 
clip on the pen and is offered free with 
the following sets: PFM III, IV, V 
and Autograph; Imperial ITV and VI. 
The offer is in effect from Nov. | to 
Dec. 25. 


Store Established 

Horder’s Stationery Stores, Inc., have 
established a retail outlet in Chicago's 
Mallers Building. The new business is 
located on the sixth floor at 67 E. 
Madison. 
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DEALER ORIENTATION MAKES THE DIFFERENCE 


WHY DID “BIDS” HILLSTROM LOSE SLEEP 
OVER CHAIRS ? CJ Manufacturing vp, C. A. “Bids” Hillstrom, is not a 


chronic worrier. But right up until the day the new Contoura Group of chairs went to 


market, he spent his evenings thinking of ways to make them better. 

Why this last minute worry over fabrics and finishes, adjustments and hardware? Simply 
because the Contoura chair was a last major step in giving the CJ dealer a complete office 
furniture line . . . and it had to be right. These are questions that constantly concern every 
member of the Corry Jamestown organization. How to give the CJ dealer the most complete 
line of the very best office furniture available. How to give him the most effective service 
and support to move that product. 

This is dealer orientation. This is the constant focus of attention at Corry Jamestown. 


This is the value of the CJ franchise. Write us today to learn how it can work for you. 


CORRY JAMESTOWN 


corry, pennsylvania 
- - - for more details circle 32 on last page 
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NEWS . 


Forcite Establishes 
New Contract Unit 

Space Planners, the fifth 
division of Forcite Inc., has _ been 
established to provide custom _fur- 

niture and deco- 
rating service for 
motels, hotels, of- 
fices and_institu- 
tions. 

Victor Sabatino 
Forc:te president, 
announced that 
Stephen Bari is 

vice president in 

| charge of Space 

Plannes_ Imce., 

Bari headquartered at 
Forcite, College Point, Long Island. 

In describing the scope of the opera- 
tions of the new division, Mr. Sabatino 
declared that Space Planners “is unique 
in its field in that it does not limit 
itself either to high or low budget deco- 
rating, and does not specialize in any 
one field or design.” 


major 


NOMDA Plans 17 Day 
European Trip for ‘62 

Success of the National Office Ma- 
chine Dealers Association’s 1961 Euro- 
pean trip has prompted NOMDA di- 
rectors to approve a similar trip for 
1962. 

A 17-day trip—beginning on April 20 
—has been scheduled. Inquiries should 


be addressed to NOMDA President Ed- 
gar Noll, 117 S. 17th St., Philadelphia 
3, Pa., who is in charge of arrangements. 

Only NOMDA members, direct rela- 
tives and employees are eligible. 

The pattern for the 1962 tour will 
be the same as this year’s trip, taken 
by 125. However, different countries will 
be visited. 

Present plans include DC-8 Jets de- 
parting from San Francisco on April 
20 and arriving in Rome. Five days will 
be spent in Italy with departure from 
Milan by rail for a trip through the 
Italian and Swiss Alps to Geneva. Then, 
three days will be spent in Switzerland, 
with stops at Lausanne, Luzern and Zur- 
ich, by motor coach and water. The 
next three days will be spent in the 
Eastern section of Western Germany, 
with stops at Munich and Nurnberg. 
Next will be a boat trip on the Danube, 
originating at Passau and terminating at 
Vienna; followed by an air flight from 
Vienna to Hamburg, with an option to 
spend two days in Hamburg or com- 
mute to Hannover and visit the Hann- 
over Fair. The final trip will be by air 
to Stockholm for two days before the de- 
parture by air from there for the United 
States. 


Complaint Filed 
By DeJur-AMSCO 

DeJur-AMSCO Corp., New York, has 
filed a complaint in the Connecticut Su- 
preme Court against Hubert and Burton 
Michaud, of Grundig Dictating Ma- 
chines. The complaint charges unauthor- 





QUALITY 


PACKAGED 
TO SELL... 


Boxes, bundles, bags, cards and displays .. . 


a 


DONT FORGET | few 
RUBBER 
BANDS! 


eS 


Plymouth makes America’s most complete 
line of Rubber Bands. Send for catalog. 


PLYMOUTH RUBBER COMPANY, INC. 


QUALITY SINCE 1896 


CANTON, MASSACHUSETTS 


ized use of the Grundig and Stenoret 
trademarks and design patents. 

Only dealers authorized by De!ur age 
permitted to advertise, display or gefj 
the company’s products. DeJur com. 
plained that the defendants were offer. 
ing for sale Grundig Stenorettes that 
were manufactured for the Evuropeap 
market. These machines were made for 
50 cycles operation, are not wired for 
American and Canadian use, and conse 
quently are not U/L or CSA approved, 
DeJur stated. 


Wins Sales Contest 

Office Specialty Co., Des Moines, Iowa, 
has been named first place winner in q 
national typewriter and adding machine 
sales contest sponsored by Facit Ine 
The company was awarded a Volvo 
automobile. 


Gulf States’ Bressler 
Wins Old Town Prize 

Al Bressler of Gulf States Sales, Birm- 
ington, Ala., was the winner of a pair 
of two world series tickets and a dinner 
for two at the 1961 NSOEA conven- 
tion. 

Dealers at the show filled out ballots 
for Old Town Corp. on the relative 
importance of 13 new products being 
introduced by Old Town at the show. 

Mr. Bressler’s selection came closest 
to the consensus of entries. His listing 
began with CBP Self-Contained Units, 
CBP Black Units, Copymaker Black, 
Polytake Ribbons, and Multi Purpose 
Ribbon. 





RUBBER BANDS 


sold only 
through 


recognized wholesalers 
- « = for more details circle 66 on last page 
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... THE BEST KNOWN NAME IN STAPLING 


Desk staplers, like most stationery items, are easiest to sell when you 
identify your store with the brand your customers look for. Bostitch—the 
best known name in stapling—makes it easy for you to cash in on the famous 
Bostitch reputation for quality with eye-catching displays of staplers known 
for their efficiency, durability and good looks. Four popular colors to 
match modern office decor. See your Bostitch salesman for the facts. 


NOVEMBER 1961 


Profits are better and faster with 


BOSTITCH 


STAPLERS AND STAPLES 
931 BRIGGS DRIVE, EAST GREENWICH, RHODE ISLAND 
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OFFICE EQUIPMENT 





Minnesota Mining & Manufacturing Co. has elected Ray 
mond H. Herzog as vice president. He has been with the com- 
pany since 1941 and was named general manager of the 
duplicating products division in 1956 and division vice presi- 
dent in 1959. Three new division vice presidents are Edward 
J. Kane, printing products division; A. H. Redpath, tape and 
gift wrap division; R. W. Adam, industrial tape division. 












Replogle Globes Inc., an affiliate of Meredith Publishing 
Co., has named Fred A. Allen as executive vice president. | 











All-Steel Equipment Inc. has announced the election of C. | 
Malcolm Abrahamson as vice president of engineering. He| 
succeeds Fritz A. Saaf, who is assuming responsibility for | 
special engineering projects. Arthur P. Keierleber replaces Mr. 
Abrahamson as chief engineer for furniture development. R. 
W. Bancroft has been appointed assistant chief tool engineer. 














Globe-Wernicke Co. has appointed Robert L. McCon- 
naughy as manager of the company’s New York Branch. 








Royal Metal Manufacturing Co. has formally opened its 
new Cook Road plant in Michigan City, Ind. 












Myrtle Desk Co. has appointed Art Honeycutt as assistant 
engineer. The appointment represents a new position. 





THESE BASIC 


H-O-N GROUPINGS 


It is not proper, or necessary, to furnish offices 











W. A. Sheaffer Pen Co. has announced the appointment 
of Greg Rouleau to the new position of dealer and trade rela- 
tions manager. E. C. Thorn, former marketing sales manager, 
succeeds Mr. Rouleau as retail advertising and merchandising 
manager. 













with equipment in a hodge podge of colors and 





. , a mel 

Eberhard Faber Inc. directors have elected Eric Q. Bohlin | 

as executive vice president. Mr. Bohlin joined Eberhard 
Faber in 1929. 





diverse quality standards. And that is what usually 









results from the combination of two, three or four 


Evans Products Co. has announced the election of Monford different product lines. Instead, show your budget- 


A. Orloff as vice president and director. Mr. Orloff was 
president of Aberdeen Plywood & Veneers Inc., a firm re- 
cently acquired by Evans. 





minded customers how you can benefit them with 





an H-O-N basic grouping to suit their needs. Now 






you can offer a complete line of office furniture 

Columbia Ribbon & Carbon Manufacturing Co. has ap- 
pointed Joseph Ziober as sales manager of the international 
division. The company’s international division offices have 
been moved to new and expanded quarters in New York City. 





and equipment under the respected H-O-N label 





with its quarantee of quality, uniformity and per- 









formance - at moderate cost. On the opposite 





John D. Brush & Co. has completed a 4,000 square foot 
addition to its Rochester, N. Y., plant. The new addition for 
the manufacturer of Sentry safes has increased floor space 
by more than a third. 


page are three popular H-O-N groups for mer- 





chandising as packages at attractive prices. Let 





us supply you with the details. 
Address: Sales Dept. H-O-N Co., Muscatine, lowa. 











Photo Materials Co. has moved into its new plant and 
general office quarters in Elk Grove, a Chicago suburb. 








IBFWYOLS HNMNOA HOH JADHNOS SALATANOD SHL AYOW INV SHOW 


W. A. Sheaffer Pen Co. has appointed A. Anthes Smith as 
vice president to administer and coordinate the company’s 
diversification programs. 









Artnell Corp. has announced formation of a new equip- 
ment leasing company, Pioneer Leasing Corp., as a wholly 
owned subsidiary. The new firm specializes in leasing office 
equipment, machine tools and store fixtures. John W. Allyn, 
vice president of Artnell, is president of Pioneer, and Robert 
Simkins is vice president. 
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GROUP NO. |. Modern steel desk has 60” x 30” linoleum top; five Kx: _—— 
drawers on nylon rollers; aluminum trim and hardware. Bookcase is 42” 
high with glass doors on nylon rollers. File is full suspension, two 
drawers on nylon rollers, aluminum hardware. Executive swivel chair 
has height and tension adjustments, ball bearing casters. Naugahyde 
upholstery. 


” Sega eecal 


& 
> 


GROUP NO. 2. Combination file and storage cab- 
inet has two letter and one card drawer on nylon 
rollers, three-compartment storage, with lock. Mod- 
ern steel desk has 60” x 30” linoleum top; five 
drawers on nylon rollers, aluminum trim and hard- 
ware. Machine stand has drop leaves, full tubular 
legs, and elevating device. Executive swivel chair 
has Naugahyde upholstery; ball bearing casters; 
height and tension adjustment. 


¢ 





GROUP NO. 3. Secretarial posture chair has height 
and tension adjustments, ball bearing casters, cush- 
oned seat. Desk is 60” x 30” linoleum top with 
typing extension; drawers on nylon rollers; aluminum 
trim and hardware. File is full-suspension, two draw- 
ers on nylon rollers, aluminum hardware. Duplicator 
cabinet has steel doors on nylon rollers, drop leaf. 
30” x 341/54” W x 18” D. 


eae ae 


OFFICE EQUIPMENT 
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Miscellany in “the News 
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LePage’s Inc., a subsidiary of the Papercraft Cor; 
named Charles C. Ryan as sales manager. Ross J 
succeeds Mr. Ryan as national field sales manager. 


has 


iStles 


Wausau Paper Mills Co. has announced completion of jts 
multimillion dollar expansion program at Brokaw, Wis. Main 
purpose of the huge expansion, which started in April, 1959, 
is to Increase paper production from 125 tons to 235 tons 
daily to meet increased demands. Expansion moves consisted 
primarily of the installation of a modern papermaking ma- 
chine and the construction and equipping of a finishing, 
assembly and shipping addition 


Rust Craft Publishers has appointed Raymond L. Cook 
as merchandising director. 


Rubbermaid Inc. has acquired a new subsidiary, Fusion 
Inc., Statesville, N. C., and limited processing is under way 
there on the company’s new line of fusion molded products. 
Robert O. Ebert has been named manager of Fusion, and 
Thomas R. Schidel is chief engineer 


Hampden Specialty Products Corp. has appointed Arthur 
W. Sellers as sales manager 


C. R. Gibson Co. has announced the start of construction 
on an addition to its plant. The new addition is expected 
to be completed late this year. 


Martin Yale Inc. has announced the appointment of Pat 
McEnany of Miami, Fla., as Southeastern sales representative 


Copease Corp. has named Cal Higgins as sales promotion 
manager for its New York offices. 


M UJ LT PLY TH | S PAG FE B y Corry Jamestown Corp. has announced the appointment of 
A. Heron Frey as factory representative in the Cincinnati area. 


1 Cory Corp. has appointed Albert J. Wilkins as district 

sales manager of Autopoint Co., a division of Cory. Mr. 

? Wilkins will sell and service accounts in Tennessee and 
gaa Kentucky. 


that’s the number of readers from coast to coast who Keuffel & Esser Co. has named Eric F. Burtis to the 
will get the Regency message in Bride’s Magazine, newly created post of audio-visual market manager. 
Modern Bride, Bride & Home. Glamour and Seventeen! 









A. B. Dick Co. has appointed Lawrence M. Aikens to the 


Regency covers every important bridal season the newly created position of field sales manager. 


year round, with this greatest-ever schedule of Flower 
Wedding Line advertising. And the aim is still the Giddings & Rogers Co., a subsidiary of American Bank 
same: to send customers for fine Raised Letter Wed- Stationery Co., has accepted a long-term lease on a new build- 
ding Stationery direct to your store. ing under construction in Pennsauken, N. J. The firm will 


move into the Philadelphia area to service banks with a new 


Remember, you get a full 50% discount with type of bookkeeping 


Regency. You can be SURE of 48-hour processing 


of every order, regardless of size. So let the dramatic Venus Pen and Pencil Corp. has promoted Bev C. Cher- 


new Regency campaign work for YOU. Send for your rington to supervisor of pen sales. 
Flower Wedding Line Catalogue, plus a beautiful 
4-color window display today. They're both FREE! Williams Office Furniture Co. has named Henry Betts 


Southeastern sales representative 


REGENCY THERMOGRAPHERS Ozalid Div., General Aniline & Film Corp., has named 


ee ifiad ; 225) <a aah , Lawrence C. Knaphle manager of Transferon products. Also 
28 WEST 23n0 STREET 225 WEST OHIO STREET 13212 SATICOY STREET tiacaeeinaiedl ania tie ape f Willis at Leech to ae 
NEW YORK, N. Y, CHICAGO, ILL, NO. HOLLYWOOD, CALIF, | 28#nounced was the promotion of Willam M. Le 
ges tral district sales manager for Transferon products. 
- - - for more details circle &9 on last page 
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an Bank *Slightly higher West of the Rockies 
ww build 8/9 CAPACITY (9,999,999.99) 
+“ = 10-Key Electric Adding Machine * Heavy 
Duty * Fast * Light — Portable (carrying 
case available) * Small —(Size of your 
C. Cher- : letterhead) « Has all the features of expen- 
sive machines * 10 year parts Guarantee 
ry Betts 10/11 Capacity (999,999,999,99) $229.50* plus F.E.T. 
FAST TURNOVER © HIGH DEALER DISCOUNT 
a write for details 
sn 
ts. Also ALMA OFFICE MACHINE CORPORATION 
1 to cen- 
349 BROADWAY « NEW YORK 13 
- - - for more details circle 14 on last page 
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One of All-Rite’s 
pens for every 
purpose 


COSMOPOLITAN 


6Y2” long, pocket/desk model: 

with cap and adjustable clip. 

Eight ink colors: Blue, red, green, black, 
turquoise, gold, brown, lavender. 


#1460: Utility Pen — Medium line - 39¢ ea. 

#F1460: Auditors Pen - Extra fine line - 49¢ ea. 

#F1467: Steno Pen - Extra fine line -49¢ ea. 
Compact 1 Dozen Boxes 





ALL-RITE PEN, INC. 


HACKENSACK, NEW JERSEY 


- - - for more details circle 13 on last page 





Rubbermaid Inc. has announced the promotion of W. Jay 
Mincks as assistant sales manager in the commercial division, 


Norma Pencil Corp. has announced the appointment of 
Jay Associates as its new Pacific Coast representative. Jay 
Associates, headed by Jay Freeman and Murray Owen, js 
located in Beverly Hills, Calif. 


Cory Corp. has named Ben E. Downs as district sales 
manager of Autopoint Co., a division of Cory. Mr. Downs 
will be headquartered in Decator, Ga. 


Williamhouse Inc., fine paper converter and manufacturer 
of greeting cards, has announced the acquisition of Castle 
Ltd., Los Angeles manufacturer of greeting cards. 


Burroughs Corp. has announced its entry into the punched 
card electronic computer business, putting the company into 
competition for the market on automatic business data process- 
ing equipment. 


Waterman-Bic Pen Corp. has announced the appointment 
of Robert D. Johnson as Southeastern division manager. 


Photek Inc. has established a Chicago office at 589 E, 
Illinois St. and appointed Lee B. Sterling branch manager. 


Koh-I-Noor Inc. has been admitted to the One Hundred 
Year Assn. of New Jersey, comprising 62 companies in busi- 
ness 100 years or more. Koh-I-Noor is the fifth oldest firm in 
the association, having been founded in 1790. 


Taylor Chair Co. has appointed S. K. Jones as sales 
manager of its Southeast region. 


Luckett Loose Leaf Ltd. has announced four appointments 
in its sales department. Walter Craig has been promoted to 
sales manager; J. R. (Jack) Ferris has been transferred to 
Western Ontario; Frank Shunk has been moved to the 
Niagara Peninsula, and Eastern and Northern Ontario terri- 
tory; and Paul Turner, formerly in the firm’s order depart- 
ment, who now joins the sales staff to service Toronto custo- 
mers. 








MERGER SEALED—Officials of Cullom & Ghertner Co., a large South- 
ern commercial printing firm, and Stoddard’s Inc. gather as R. B 
Stoddard, Stoddard’s board chairman, signs the agreement by which 
his company is acquired by C & G Stoddard’s in a Nashville, Tenn., 
printing and offico supply and furnishing company. Seated from 
left are: Ted J. Vaughan, Stoddard’s president; Mr. Stoddard; and 
Alven S. Ghertner, C&G president. Standing from left are: F. 
Giardina, C&G vice president and treasurer; E. S. Taylor, Stoddard’s 
vice president; and Leonard C, Ghertner and Cecil Appleby, C&G 
vice presidents. 
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...to all who have done 


such a capable job of 


displaying and selling 


esreeting cards, 


"THANK YOU 


TWENTY YEARS AGO, IN 1941, men dedicated 
to the advancement of the interests and welfare of the greeting card 


industry, to its continuous promotion for wider use and acceptance of 
greeting cards and to the maintenance of the highest possible standards 
of quality and good taste in greeting cards for all occasions, founded 


THE GREETING CARD ASSOCIATION. 


Today, GCA is more dedicated than ever, with a deter- 


mination by every Member Company to create greeting cards consist- 


ently original in design and superior in quality so they may be readily 


displayed and sold with a full measure of pride to the men, women and 


children of our nation. 


MEMBERS OF THE GREETING CARD ASSOCIATION 


American Greetings Corp. 
Box Cards, Inc. 

Sidney J. Burgoyne & Sons, Inc. 
Butler-Thomas, Inc. 
Buzza-Cardozo 

California Artists 

Card Masters, Inc. 

Chapel Art Studios 

Charm Craft Publishers, Inc, 
Crestwick, Inc. 

Editions Limited, Inc. 
Etchcraft 

Everlast Greetings 

Flair Cards, Inc. 

D. Forer & Co., Inc. 
Fravessi-Lamont, Inc. 

Gatto Engraving Company 
Gibson Greeting Cards, Inc. 
Grant Publishing Corp. 
Greentree Publishers, Inc. 
Hallmark Cards, Inc. 
Hampton Greeting Card Co. 
Hawthorne-Sommerfield, Inc. 


THE GREETING CARD ASSOCIATION ®¢ 
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Hedenkamp & Company, Inc. 
The Keating Company 

Lilac Hedges of Litchfield, Inc. 
Looart Press, Inc. 

Alfred Mainzer, Inc. 

Miller Art Company, Inc, 
Mission Card Company 
Norcross, Inc. 

Novo Card Publishers, Inc, 
The Paramount Line 
Phillips Art Studios, Inc. 
Plastichrome Greetings, Inc. 
The Postlethwaite Co., Inc. 
Ready Greeting Card Co. 
Red Farm Studio, Inc. 
Reed Starline Card Co. 
Regal Greeting Card Co. 
Regency Greetings, Inc. 
Robinson Cards 

The Rose Company 

Nile Running Studio 

Rust Craft Publishers, Inc. 
Sangamon Company 


74 
resi } 


R. E. Senna Engraving Co. 
Shaw-Barton, Inc. 

E. Errett Smith, Inc. 
Stancraft 

J. J. Stark: Co., Tne. 

The Stone Company 
Thomas Terry Studios 
Treasure Greetings 
Treasure Masters Corp. 
Turner & Porter, Inc. 

Van Dorn, Ltd. 

White Card Company, Inc. 
Williamsburg Pub. Co., Inc. 










t of the Board 


| j Auwgn ) 


exécutive Director 


NEW YORK 20, N. Y. 


- - - for more details circle 39 on last page 
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STRING BANDS—The latest method for making rubber bands de- 
veloped by engineers at B. F. Goodrich Industrial Products Co. is 
demonstrated by these used for sealing plastic bags of frozen food. 
A year was spent in developing machinery to precision-cut, uniform 
bands so they are held together by a fine rubber seam. The com- 
pany says that in the future bands such as these may be sold by the 
inch. 


VIEWS 
of the 
NEWS 


THREE-FLOOR SHOWROOM—Business Equipment Corp. has moved 
within Boston to this new three-floor, 30,000-square-foot showroom 
at 255 Atlantic Ave. A selection of office furniture ranging from 
budget desks to executive suites is displayed here. 


52 


NASSAU VACATION—Mr. and Mrs. Paul S. Foster, Huntington, W. 
Va., enjoy a Nassau vacation won by Mr. Foster, who is store 
manager with Standard Printing & Publishing Co. Mr. Foster was 
awarded the first prize in the VPD Ring Binder Sweepstakes for deal- 
ers. Joshua Meier Co. presented Mr. Foster with the all-expense paid, 
week vacation for two. 


FIRST COPY—Gordon J. Gallan, left, president of G. &.C. Merriam 
Co., and Harry L. Goff, manager of the trade sales department, in- 
spect the first copy of the new Merriam-Webster unabridged dic- 
tionary. 
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FOR INSTANT 
ON-THE-SPOT RECORDING 
EVERYWHERE . . . ANYTIME 


ALL 
PUSH-BUTTON 


A. 
OPERATED 


All-transistor 
battery-operated 


POCKET-SIZE 


TR { mx true-fidelity 


EXECUTIVE “88" 
miniature tape recorder 





REMOTE OPERATION 
CONTROLS ON MIKE. 


AUTOMATIC PUSH-BUTTON 
CONTROLS are functionally 
located on top . . . permits 
recording and playback 
without removing from car- 
rying case. 


Now, for the first time! A quality-engineered, pocket-size minia- 
ture tape recorder . . . at an incredibly low, truly miniature price. 


Here's a sure-fire formula for top profits. The many uses of 
miniature tape recorders have been well exploited. Only high 
price has kept it a low-volume, luxury item. Now, Phono-Trix, 
the biggest name in transistor tape recorders, has removed the 
price barrier to this tremendous eager market. Yes, now you 
can sell this nationally advertised, miniature tape recorder 
at almost half the price of comparable recorders! 





OVER 200 NATION-WIDE LOCAL PHONO-TRIX SERVICE STATIONS 
are conveniently available in every metropolitan center throughout 
the United States. 


AMERICA’S ONLY COMPLETE LINE OF COMPACT AND MINIATURE BATTERY-OPERATED TAPE RECORDERS 


am MATTHEW STUART & CO.,INC. 


156 FIFTH AVENUE e NEW YORK 10,N.Y. 
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O 


BOX 


complete with remote control 
speaker-mike, earset, reels and tape. 
e BATTERY or AC operated 
e LIGHTWEIGHT: weighs only 234 
lb. (including batteries) 
e Plays 70 minutes on standard 4” 
dual-track tape 
e Fast rewind! Automatic erasure! 
Instant recording/Instant playback! 
SUPERB LINE OF FASCINATING 
(AND PROFITABLE) ACCESSORIES: 
Telephone pick-up & amplifier; AC 
adapter; “fantastic” microphone acces- 
sories; Portable, auxiliary amplifier- 
speaker (which, with the “88”, serves 
as a compact Public Address System); 
Desk top speaker; plus many others. 
SALES REPS! SEVERAL CHOICE 
TERRITORIES STILL OPEN 
Write for details. Include a brief 
resume and areas covered. 


| Matthew Stuart & Co.,Inc., 1S6Fifth Ave.,N.Y.10,N_Y. | 
| Please send me complete details about the new Phono-Trix 88 | 
| Company Name__ — | 


Address_ _ 





! 

| 

— State_ | 
| 


- - - for more details circle 79 on last page 
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the same range and speed as regular copy 
paper. Labelon’s copy paper is a full- 
weight sheet, and is described as easy 
to handle and file. In addition, the com- 
pany said it has indefinite shelf life, as 
well as a high heat-resistant factor. 


NEW PRODUCTS... . 


Continued from page 18 


metal press with all-metal dies can ac- 
commodate a three-line text, monogram 
or design within 134 by % inches, the 
company said. The unit features, in ad- 
dition to the new reversible die, an ad- 


Loose Leaf Memorandum 417 
justable paper guide and rubber feet, the 


The Memry- 
company added. Minder has_ been 
announced by 


Dawn Crafts Co., 
Buffalo, N. Y. In- 
dexed alphabetic- 
ally, the loose leaf 
format is adapted 
for a variety of 
memorandum entries, and includes a 
monthly section in which subjects re- 


ADVANCO PUNCHLESS PAPER HOLDERS 
Hi-Strength, Lo-Height, Split Second, Super Tight , 


achless binding 


&, 


Copy Paper 416 

Labelon Tape Co. announces a new 
thermal copy paper for use on heat 
process machines. The new paper is 
said to have excellent-reproduction quali- 
ties and runs in the machine without 
the requirement of a filter or screen at 















INTERNATIONAL 
PATENT 
PROTECTION: 


. . - Base, and Spring Steel, Long 


ONLY 2 PARTS Length, Flat Compressor. Works 


with fingertip pressure. No Wires. No Coil Springs. Never loses its 


shape. 
; SIMPLICITY ITSELF! 


Lo-height means minimum chafing and wear on binders. Expedites 
quick insertion and removal of sheet from any place in binder. 


Bulldog-grips 12” capacity (appr. 150 sheets). 
Letter & Legal sizes 
Now available in 6 inviting colors: 


RED + GRAY « BLACK « TURQUOISE - YELLOW - ORANGE 


25 of a color to the box. Also 25 in assorted colors to the box. 


Send for new catalog and price sheet, or ORDER TODAY! 





MADE IN U.S.A REG. U.S. PATENT OFFICE 


ADVANCO PRODUCTS, LNC. 
76-05 51st Avenue, Elmhurst 73, L.1., N.Y. 
- - - for more details circle I'l on last page 





quiring attention in 1, 2, 5, 10 end 29 
years may be cross indexed. The month- 
ly pages are permanent and do vot re- 
quire replacement at the end of the year, 
according to Dawn Crafts, which noted 
that the book is designed to serve for a 
life time. The book also contains a 
list of “business-producing, money-say- 
ing” ideas developed by business and in- 
dustrial leaders who have already tested 
Memry-Minder. These subjects include: 
assessment dates, audits, buying and sell. 
ing seasons, conventions and trade shows, 
customer and prospect lists, inspections, 
insurance expirations, preventive main- 
tenance functions, travel lists, tax and 
report dates, and birthdays and anni- 
versaries. Memry-Minder sells for $12.50 
on a 30 day trial basis. An illustrated 
brochure is available on request 


Drafting Instrument 418 
A new drafting 
instrument for ap- 
plication of self- 
sticking tapes to 
charts, printed cir- 
cuit masters and 
other graphic illus- 
trations has been 
announced by W. BY ee VE 
H. Brady Co.,Mil- WE 3 
waukee. The Quik : 
Line tape pen allows application of 
straight, curved or irregular lines from 
1/32 to 3/16 inches wide. “You can draw 
with tape on any surface, you can draw 
with ink, and on most surfaces you can't 
ink,” according to the firm, which noted 
that lines are uniform in width and 
density, and are accurate for placement 
to 0.010 inch. To load the pen, a roll 
of tape is inserted into the hi-impact 
styrene magazine, pulled through the 
inner shaft, and the satin-finished alumi- 
num outer shaft is replaced. The pen 
is ready for use after dialing the correct 
tape width on the magazine hub. The 
wheel assembly at the lower extremity 
of the pen simultaneously feeds, applies 
and burnishes the tape, the company 
said, 





Valentine Card Line 419 

The 1962 valen- 
tine card line has 
been announced 
by Norcross Inc., 
New York. The 
line contains a 
wide variety of 
c ards, ranging 
from the sentimen- 
tal to the humor- 
ous studio card 
that is pictured 
and merely states 
on the inside: 
“Jump!” Included 
in the group are a 
new group of 
stand-up cards 
named “A Sentimental Keepsake,” real- 
istic juveniles, dollar humorous cards 
described as easily shown on the rack 
for full display; featuring embossing, 
cut-outs, real lace, satin puff hearts, and 
the Norcross American Beauty. 
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The response was fast and favorable for this 





fine wood office furniture series when it was 


ti . ° 

oye unveiled at the NSOEA Convention! 

an draw A ar 3 : 
an draw The MARK 12 Series, a distinct new interpretation 
ou can't in straight-line styling and construction, keynotes 
gp the “architectural look” so desirable in today’s 
acement modern office interiors. Anodized aluminum fram- 
» a roll ing and hardware, plus the variety of basic walnut 
de cabinet sections, offer combinations restricted only 
1 alumi- by the extent of the imagination. 

‘he pen 

correct 

ib. The 

xtremity 

applies 

ompany 


Typical strong dealer support will back the 
419 promotion of the new MARK 12 Series — 














2 valen- as has been true with every quality wood 

~ ofice furniture grouping in the full-line 

n ° ° ° . 

styling offered by Indiana Desk. This solid 

k. The backing includes unexcelled sales aids in 

ains a beautiful full color . . . fully informative 

viol of brochures and envelope enclosures which 

ae explain styling and construction, show sug- 

‘humer gested arrangements, and present imag- 

o card inative office planning ideas . . . in easy-to- 

pictured use, easy-to-understand detail. 
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NEW PRODUCTS ... 


Contact Cement 420 

Introduction of 
two new sizes of 
Elmer’s contact ce- 
ment — a three- 
quarter ounce tube 
prepriced at 29 
cents and the oth- 
er a two ounce 
glass jar prepriced 
at 49 cents — has 





been announced 
by the consumer 
products  depart- 
ment of the Borden Chemical Co., 
New York. The tube incorporates a 


spreader cap, and the glass jar features 





NEW 











a new non-stick cap with built-in brush 
applicator. Both units are blister pack- 
aged on three-color display 
feature of the blisters are molded “foot 
extensions” which allow the card to be 
displayed in a standing position on coun- 
ters or shelves. A perforation at the top 
of the card also facilitates hanging on 
peg-board. A die-cut trap door on the 
back of the display card is said to 
provide for easy product removal and 
replacement by the consumer. 


Fingertip Moistener 421 

A new and improved fingertip moist- 
ener has been introduced by the Rite- 
Line Corp., Washington, D. C. Called 
Sure-Touch, the product is said to pro- 
vide a positive fingertip control, and 


cards. A | 


STENQTAPE 711 DICTATING 


TRANSCRIBING SELF-POWERED PORTABLE 





Remote “Command” 
Hand Microphone 


IF YOU'VE SEARCHED FOR A MINIATUR 





E SELF-POWERED DICTATION MACHINE 


AND FOUND THEM SHORT ON PERFORMANCE, SEE THE NEW STENOTAPE 711 


This transistorized self-powered portable has 
every feature you have ever wanted in a port- 
able dictating machine. Take its 4 pounds of 
power anywhere and dictate everything. Dictate 
for two hours. Operates 30 hours on six inex- 
pensive penlight cells. Its standard 1% and 
3% ips speeds give you complete compatibility 
with all other StenOtape machines and all stand- 
ard tape recorders. 


Supplied complete with hand microphone; earphone for monitoring while dictating or transcribing; reel of tape 
and extra reel; genuine leather carrying case $ 9995 Pius FET FULL YEAR GUARANTEE __ 


CHECK THESE FEATURES: 

© Remote “Command” hand microphone controls 

e Remote foot pedal transcribing controls 

e Weighs cnly 4 pounds 

e Miniature size—2” high x 6" deep x 7” wide 

e Powered by six inexpensive penlight cells or 
AC current 

e Two full hours of dictation time 

e True fidelity big sound 





Ask for a 
<< - ome 7S 
7% %& versatile StenOtape 
OO rt 3/10 Dictating 
< ——— _ Transcribing machine. 

Compatible three 

speed / 10 hour 

dictation partner 

of the StenOtape 711. 












251 Park Avenue Suuth * New York 10, N. Y. 
in Canada: CANADIAN GELOSO ELECTRONICS, LTD. 
700 Weston Rd., Toronto 9, Ontario 


1 am interested in a StenOtape protected fran- 
chise dealership. Please send full details. 


Name 





Company. 





Address Tel 





City. Zone State 
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AMERICAN GELOSO ELECTRONICS, INC., Dept. at 


is described as greaseless, odor 


SS and 
stainless. Put up in a green an: white 
plastic box, the item is priced at 5.) cents, 
Math Reference Book 422 

; . Ottenheimer 
Publishers Inc., 


Md., has announe- 
ed the ava ability 


of a new Vest. 
Pocket Library 
book, Tri Log, 


Antilog, and Log 
of Trig Functions 
6 Place Tables. A\j 
of the tables listed 
in the title of the 2% by 5%, 192-book 
are included, according to the publisher, 
In addition to the tables, the book 
also includes eight pages of formulas 
and eight pages of interpolation. With 
tables carried out to at least six places, 
the book is indexed and priced at $1, 





Pen and Pencil Set 
A. T. Cross Co., 
Providence, R. L, 
is offering the Ex- 
ecutive pen and 
pencil set in solid 
14 karat gold. The 
Executive features 
the new Cross Star 
Ruby ballpoint re- 
fill. The Executive 
set, which 
a lifetime mechanical guarantee, retails 
at $100 F.T.I. Individual Executive pens 
or pencils are available at $50 each. 
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carries 


Rubber Cement 424 

A new rubber 
cement — Wilhold 
Peel-off cement— 
has been introduc- 
ed by  Wilhold 
Glues Inc., Los 
Angeles. The man- 
ufacturer suggests 
the product for 
photos, wrappings, 
bulletins, school 
back boards, pat- 
terns and sanding 

brush-top _ bottle 
A free catalog is 





two 
sells for 50 
available. 


discs. A ounce 


cents. 


425 
> 


Electric Pencil Sharpener 

The Point -O- 
Matic electric pen- 
cil sharpener has 
been announced 
by Matsushita 
Electric Corp. of 
America, New 
York. Retailing at 
$29.95, Model No. 
PS-2 features an automatic indicator that 
lights when the pencil point is sharp 
and a device to set the unit for the de- 
sired point—broad to fine. The unit 
is 354 by 6% by 5% inches, weighs 3 
pounds and 10 ounces and carries @ 
90 day factory warranty. 
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Stapler 

$5.95* 
° bd . “¢ ° , oe . * e 
ee ‘a 2 Ts. , ‘ Ge te eta, t- 
: — ‘ *Prices subject to F.E.T. 
c., Los 


<<: | WHEN YOU SELLY 4? 


uct for 


“aa The world’s most complete stapler /ine/ 


rds, pat- 


sanding NATIONALLY ADVERTISED TO PRESELL MILLIONS 


p bottle 


italog is YOURS FREE! Arrow’s New Sales Manual 
“SELLING Thru KNOWLEDGE” 


Created to help you sell stapling machines and 
staples . . . and to teach you HOW, WHEN and 
WHERE to properly sell ARROW’S more than 35 
models — each designed for a specialty market. 
It is the key that will unlock a new world of 
STAPLE REPEAT PROFITS for you! Remember, 
staplers use staples like razors use blades — and 
your customers must come back time and again for 
staple refills! 


SO — GET YOUR COPY OF THIS POTENT SALES MANUAL TODAY! 
Be among the first to profit from it! 


Write to: JPeamow FASTENER [o../Nc. Dept. KN61 1 Junius Street ¢ Brooklyn 12, N. Y. 


wine : Pioneers and Pacesetters For Over a Quarter Century 


- - - for more details circle 20 on last page 
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NEW PRODUCTS ... . 


Cocktail Note Line 426 

A new cocktail 
note line has been 
offered by Eaton 
Paper Corp., Pitts- 
field, Mass., for 
self-service selling 
with a 15 by 23 
inch, gold peg- 
board display. Ten 
French-fold notes 
with “Time,” 
‘**Date’’ and 
“Place” printed on the inside, and 10 en- 
velopes are unit-packed in transparent 
bags and pre-priced at 59 cents. Each 
cocktail note design also is available 








cartoned 12s. Additional information 
on the Pic-A-Pac cocktail note assort- 
ment is available from Eaton Paper. 


Portfolio, Bag and Case 427 

A new executive 
portfolio and a 
new brief bag and 
an improved cata- 
log case have been 
announced b y 
Stein Bros. Manu- 
facturing Co., Chi- 
cago. All three 
units are available 
in top grain cow- 
hide or in Stebco’s patented Tufide. 
Identified as the Stebco 2-C series, the 
pictured Deluxe executive portfolio fea- 





Not A New Issue 


} 200,000 Shares 


» Class A” Stock 


($1.00 Par Value) 





You are invited to ask for a Prospectus describing 

these shares and the Company's business. Any of the underwriters, 
including the undersigned, who can legally offer these 

shares in compliance with the securities laws of 

your state will be glad to give you a copy. 


Paine, Webber, Jackson & Curtis 
Bache & Co. 


A.C. Allyn and Company 
incorporated 
H. M. Byllesby and Company 


Hallgarten & Co. 


Shearson, Hammill & Co. 


Walston & Co., Inc. 


September 28, 1961. 


Hayden, Stone & Co. 


These Class A shares are being sold 


to the general public by a group of investment dealers, 
including the undersigned. The offering is made 


only by means of the official Prospectus. 


» Price $41.50 per Share 


Blair & Co. 
Francis |. duPont & Co. 
R. W. Pressprich & Co. 


William R. Staats & Co. 








- - - for more details circle 64 on last page 


tures a new style which expands io per- 
mit greater capacity without inc: easing 
size of the case; an extra slanted front 
pocket; and an _ instant-access outside 
rear pocket, the company sai The 
Stebco 8-5 brief bag features three ex- 
panding pockets; an outside pocket with 
its own flap and catch; and disappearing 
handles. The improvement in the Stebco 
13-T series of catalog cases consists of 
piano-type hinges running across the 
entire length of the top two flaps, ac- 
cording to the manufacturer. 


Chair Line 
Remington Rand 
Systems has de- 
signed a new line 
of chairs to fit 
people. Called the 
“800” Chair Line, 
the chairs range 
in color and lux- 
uriousness from 
the 800 Executive 
Posture chair, 
through a variety 
of secretarial and 
clerical chairs. The chairs feature five 
separate adjustments: Seat height, tilt- 
ing tension, backrest height, backrest 
depth, and backrest tension. The “800” 





Chair Line comes in nine standard 
colors. 
Home Calendar 429 


The Kitchen Kal- 
endar, a new cal- 
endar designed to 
hang on the kitch- 
en wall, has been 
announced by 
Berkshire Publish- 

ing Co., Cambridge, Mass. The unit is 
an 8% by I1-inch pad on a leatherette 
back, decorated in gold, with a gold 
pencil, in a gold and red gift box. Avail- 
able in ivory, wine, red and light blue, 
and priced at $1.95 retail, the calendar 
has a wholesale price of $14 per dozen. 
Berkshire also is offering a horizontal 
month-at-a-glance desk calendar, with the 
same type of box and leatherette pad. 
Available in ivory and wine, this prod- 
cut is offered at the same price as the 
Kitchen Kalendar. 


Envelope Seals 430 

Customers can 
seal letters and 
cards “with a kiss” 
with the new Kiss 
Pad from Gibson 
Greeting Cards 
Inc., Cincinnati, 
Ohio. Each pad 
contains’ 100 
bright red “Lip” 
prints, individually 
perforated an d 
gummed for postage-stamp application. 
A 48-pad display box with stand-up sign 
is available for use at cash registers, 
near seasonal displays, or wherever traf- 
fic flows. Each pad of 100 retails at 25 
cents. Display box packed with 48 pads 
is $6 to dealers. 
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Ines ty he dai tne 


Glu OLLI 


We offer the only new Address Plate Embossing 
Machine developed in the last 25 years. This 
machine will broaden your sales markets in fields 
previously unobtainable to office equipment dealers. 


You will be selling a machine that features all the 
operations on competitive equipment PLUS 20% 
faster speed, automatic line spacing, automatic car- 
riage return, quieter operation and modern design. 
All this, at a lower price to the user, and a terrific 
discount to you. 


THE chutomark. 


EMBOSSING TYPEWRITER 













VOID SAMPLE 
JOHN L CUSTOMER 
2345 MAIN ST. 

ANYWHERE 23, 


BUSINESS 
MACHINES 





We are backing you with an inventory and a strong 
national advertising campaign. We must have deal- 
ers to send our inquiries to. 


A minimum investment will open a new world of sales, 
PHONE « WIRE ¢ WRITE 


AUTOMARK BUSINESS MACHINES 


430 Industrial Drive 
Maryland Heights e St. Louis, Missouri 


Phone: PE. 9-0430 


Dealerships now available! 















VOID 







U.S.A-~ 





Emboss ANY Address Plate 
Credit or Courtesy Card... 
PLASTIC or METAL 
in SECONDS! 


BUSINESS 
MACHINES 


430 INDUSTRIAL DR. « Maryland Heights, St. Louis, Mo. > Phone: PE. 9-0430 
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just ONE WEEK a month 






HOW TO HELP YOUR CUSTOMERS BUY FROM YOU 









“May | see how you 
sort for pees 


Ask Your Salesmen 
to try this 


SORTERS FOR- 
If for just one week a month your outside 


J Checks 
salesmen asked that question on every Sales Tickets 
call they made, a lot of customers would ——- 
invite them right into their file depart- ; , 
ments. Once inside they’d see some good,  ecrterhins md 
some bad, some indifferent sorting opera- : Mail 
tions ... and pick up some leads which : * 


> Purchase Orders 
: and any other size 
: or type of media 
: © 


could develop into profitable Kohlhaas 
Sorter sales for you. 


You know that a Kohlhaas sorter is just 
a means to an end... to prepare material 
for filing by getting it into alphabetical or 
numerical order . . . but often your cus- 
tomer doesn’t. You can do him a favor by 
showing him how a Kohlhaas sorter can 
speed up his preparation for filing, which 
is really the biggest part of the filing job. 
He can select the sorters best suited to 
his purposes from the 11 numerical and 
50 alphabetical kinds which are illus- 
trated and described in our FREE cata- 
log, copies of which are yours for the 
asking. 


Special sizes 
made to order 





















You can clinch sales by carrying a repre- 
sentative line of Kohlhaas sorters in your 
stock but we can also make fast delivery 
of all of our many items. 


SUGGESTION: Ask your salesmen to 
carry a sample on some of their calls. 
Nothing sells like a demonstration. 


HE Kohl hans COMPANY 


Founded 1914 
8012 S. CHICAGO AVE. CHICAGO 17, ILL. 
All Phones BAyport 1-4433 





(Please attach to your letterhead and mail) 


THE KOHLHAAS COMPANY 


8012 S. Chicago Ave., Chicago 17—Dept. MS-11 


| 

| 

at. 
YES, please send us_______copies of your FREE 8 page | 
illustrated catalog of alphabetical and numerical sorters | 
| 

| 

| 


I casts encircles 
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Engagement Calendars 43] 
The 1962 pictorial weekly 

engagement calendars have 

been announced by Berkshire 

Publishing Co., Cambridge, 

Mass. Each has a full-color 

cover and 53 black and white 

photos; one opposite each 


weekly record shee. Most pop- 
ular, the publisher said, are the 
Cat and Dog calendars, with 
photographs by Walter Chandoha, and the Horse, Civil War 
and National Parks units. Also available are four regional 
calendars: Maine, Cape Cod, Massachusetts and Berkshire. 
Plastic bound to open flat, they are 6 by 7% inches and 
come in red gift-mailing boxes; 
saling at $10.80 per dozen. 
able with orders of five dozen or 





retailing at $1.50 and whole- 
A free gold display rack is avail- 
more. 


Holiday Paper Goods 


A new line of Holiday cel- 
lulose table napkins, place 
mats, and coasters featuring a 


red and green candy-cane/holly 
design, has been announced by 
Hoffmaster Co., Oshkosh, Wis., 
and Hoffmaster Pacific Co., 
Los Angeles. Packaged for re- 
tail self-service, the line includes cellophane-wrapped pack- 
ages of Holiday design Cellutex 400 multi-ply cellulose napkins 
in king size, dinner, luncheon, and cocktail sizes. Also 
48-piece table setting ensembles of Holiday design Hoffmaster 
Cellutex 400 napkins, place mats, and coasters are packaged 
in Christmas self-service boxes with transparent acetate win- 
dows. 


new catalog of 


mone 
makin 





AVAILABLE 


CATALOG OF 
CLEARTYPE® AND 
COLORPRINT™ MAPS 
AND VISILINE® 
ACCESSORIES 

Eleventh Edition 





Here’s your catalog for more 
than 500 famous Americaa 
maps, map accessories, an 
mounting equipment. Amer- 
ican Cleartype maps are in- 
dispensable for the efficient 
sales director, salesman, and 
marketing expert. Colorprint 
maps are the best visual aid 


and Visiline® Accessories 
from American Map Co. 


Cleartype® Maps for: 

Sales, markets, territories, 
distribution, statistics, traffic 
Colorprint™ Maps for: 


Office, school, home, travel, gifts in office, school and home— 
Visiline® Accessories: .... and are beautiful gifts. Write 
Magnifiers, map measurers, for your copy today. Liberal 
frames, displays, wall racks dealer discounts. 

VES 


i AMERICAN MAP COMPANY, INC. 
4 3 West 61 Street, New York 23, N. Y. 
- for more details cirlce 17 on last page 
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Webster’s New Collegiate Dictionary. $5 plain; $6 indexed. Deluxe gift bindings to $15. 


Get ready for record Merriam-Webster 
sales this Christmas! 


The demand for Merriam-Webster diction- | Merriam-Webster titles shown on this page. 





aries last Christmas left stores sold out! Don’t miss sales by running out of stock! 
This year, to send customers into your You can be sure of record sales and profits 

store, ads in LIFE, READER'S DIGEST, TIME, __ jf you have plenty of stock of all four titles 

NEWSWEEK, NEW YORKER, SATURDAY  __ prominently displayed. Check your stock 

REVIEW, ATLANTIC, HARPER’S — plus and send your order in today! 

television and newspaper publicity — will G. &C. MERRIAM COMPANY 

create a record demand for all four of the Springfield 2, Massachusetts 





a S : 
- ” = +E me so? alle 
NEW! Webster’s Third New International Webster’s New Secondary School Webster’s Elementary Dictionary 
* Dictionary. $47.50 and up. Dictionary. $5.75. $3.75. 
- - - for more details circle 59 on last page 
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THE INSULATED FILE CABINET WITH 
13 CONVINCING SELLING POINTS 


Certified fire-resistant by Underwriters’ Laboratories, Inc. 
Class C and D labels and S.M.N.A. label. 


Documentary proof that contents of Fire King cabinets 
have survived every known fire. 


Lifetime guarantee on suspension. 

Metal ceiling above each drawer. 

Each drawer an insulated, reinforced compartment. 
Fully extended drawers. 

Adjustable follow blocks with finger-tip release. 
Unitized handle, card holder, and latch. 

Drawer catch designed for gang or individual locking. 
Any part of outside steel shell can be replaced. 
Letter and legal sizes—1, 2, 3, and 4 drawer models. 
Seven standard colors and wood grain finishes. 

Full line of interiors. 

WRITE FOR CATALOG 


MURPHY MANUFACTURING CO. 


INCORPORATED 
832 W. JEFFERSON ST. 
LOUISVILLE 2, KY. 


DISTRIBUTORS 


H & W DISTRIBUTORS, SEATTLE 4, WASH. 


RAUB & ROBINSON, INC., LOS ANGELES, CALIF 


H. A. STEGER, ST. LOUIS 2, MO. 


- - « for more details circle 60 on last page | 
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CONSOLIDATED ACCOUNTING SYSTEMS, CHICAGO, ILL. 


| 
| NEW PRODUCTS De a accuse 


File Folders 433 


Art Metal Inc., Wabash, 
Ind., has developed a file fold- 
er designed to be indexed by 
automatic data processing ma- 
chines and used in standard fil- 
ing cabinets. The folders, be- 
ing marketed under the trade 
name Fan-Folders, can be used 
with systems utilizing punch 
cards, punch tapes, or electron- 
| ic tapes, the firm said. “The first of a series of products de- 
signed to integrate conventional paperwork processes into 
modern machine accounting, the Wabash Fan-Folders elimi- 
nate the labor of typing and pasting labels, and the cost 
of labels themselves,” according to Art Metal. They are pro- 
vided in continuous form, margin-punched for pin feed, perfo- 
rated for automatic bursting, and scored for automatic fold- 
ing. Used in conjunction with a data processing system, the 
folders can be headed-up at a rate of as many as 200 per 
minute. Wabash Fan-Folders are available from stock in letter 
size, or in one-half cut right position and straight cut. Special 
sizes and tab cuts also are available. 





Typewriter Ribbon 434 

A new synthetic typewriter ribbon—the Klean Write Ny- 
tex—has recently been introduced nationally by Frankel 
Manufacturing Co., Denver, Colo. According to the firm, 
“The synthetic ribbons combine the finest qualities of silk, 
nylon and cotton cloths, yet will actually write sharper and 
greatly outlast other fabric ribbons.” The ribbons in the 
standard 12-yard lengths retail at $12 per dozen, and are 
manufactured in all colors, also in special offset as well as 
record inkings. For retail stores, the firm skin-packs the 
ribbons on special display cards. 





SHOW MORE! and SELL MORE! 


Order these two ‘‘Year Round” 
Salesmen from your jobber today! 


x-acto 


No. 120- X-acto Pen Knife Display 
Merchandiser Deal. 


\} 
| 


Contains 24 =3-ST Pen Knives. 
Total Retail List ................ $24.00 
FREE! Plastic Display Stand and 
Full-color Display. 


PENKnife "= 


ror 


ii 






x-acto 
Reng 





No. 115—X-acto Pilfer-Proof 
“Ring The Bell’’ Blade Mer- 
chandiser Deal. 
More than 1,000 Dealers are 
my - -¥ Bag Profit- 
able Repeat Sales... every 
| Q@ay...with this award win- 
ning Blade Merchandiser. 
Contains 170 packages of 
assorted X-acto Blades. 
Blade Dispenser FREE with 
deal. 
| 





Total Retail List ....... $99.00 | 


X-ACTO PRECISION TOOLS, INC. 


e 48-412 Van Dom Street, Long Island City 1, N. Y. 


Nearly a Half-Century experience in precision manufacturing 
ear for more details circle 92 on last page 
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Stationery Line 435 


American Greet- 











: ings Corp., Cleve- 
land, Ohio, has 
433 created the Vogue | 
Vabash, stationery line, 
le fold- available to deal- 
xed by ers in a packaged 
ne ma- display for $12.87. 
lard fil- Note writing sta- 
rs, be- tionery is available 
e trade in retail price 
be used ranges of 59 and 79 cents and $1. The 
punch $1 Vogue vellum box contains 24 notes 
lectron- and 20 envelopes. The $1.50 Imperial 
icts de- letter paper package contains 14 notes 
es into and 14 sheets of writing paper, along | 
3 elimi- with 28 envelopes. An embossed gold 
he cost rose in the upper left-hand corner en- | 
re pro- hances the Vogue Supreme letter paper, 
, perfo- retailing for $1.95, which has 40 sheets 
ic fold- with the rose, 20 plain sheets and 40 en- 
>m, the velopes. The entire Vogue deal contains 
200 per 28 boxes of stationery: 12 boxes of 59 | 
n letter cent notes, eight units of 79 cent notes, 
Special four boxes of the $1 Vogue vellum, two 
of the $1.50 Imperial series, and two 
boxes of the $1.95 Supreme letter paper. 
434 ni 
ss Spray Adhesive 436 
Frankel A new spray ad- wa 
e firm, hesive that makes 
of silk, a surface pressure- 
yer and sensitive iS now 
in the being marketed by 
ind are Krylon Inc., Nor- 
well as ristown, Pa. The 
cks the product is suggest- 
ed for the mount- 7 
——- ing of paper, foil >.) 
or fabric to smooth surfaces, and is 
vif quick drying, water resistant and does 
e not wrinkle the surface, according to 
” the manufacturer, which noted that the 
item whose surface has been made pres- 
iy! sure-sensitive can be lifted and reposi- 


positive bond, Krylon said. The product 
is available in two sizes: 16 ounce aero- 
sol can, listing at $1.95; and the 6 ounce 


i for several hours after applica- : 
ion. Thereafer, the adhesion forms The Boss Meets Plastisol F-100 
) 





a‘ pom Seng oe SS cae. | New Columbia Plastic Coated Copy Film 

, Automatic Electric Copier 437 OU’LL be enthusiastic, too, hole « Packaged in new patented 
0 Photorapid once you’ve seen new Plasti- Carbnpad—100 sheets to the pad 
id Corp., El Segundo, sol F-100 copy film out- + Easier to use, easier 
r * Calif.. has been wear and outperform to store—in every desk 

a <i named _ national even the finest carbon drawer « Try it! 
a per) distributor for a papers! cau semeunraanien< 

ous new type of auto- i . ; ; 

: mete  electrenic Plastisol F-100 outwears Write either Columbia 
copying unit, the carbon tissue by 3 to 5 Ribbon & Carbon Mfg. 
Arcor —described times + Re-inks immedi- Co., Inc., 51 Herb Hill 
as “the highest ately - Produces perma- Road, Glen Cove, N. Y. 
speed electronic nent, smudge-free copy or Columbia Ribbon & 
copier in the with complete uniform- Carbon Pacific, Inc., 
world.” Developed ity « Doesn't dog-ear, Duarte, Calif. No obliga- 


in France and manufactured in the 
United States, the Arcor produces 1 to 
500 clear copies from original copy or 


Negatives in 10 seconds each; at a paper 

cost of less than 5 cents per print, Photo- o 
rapid claims. The machine will sell for | 

$1,995. “One of the features of the Ar- : 


cor is the production for the first time 





tree, curl, wrinkle or pin tion, of course. 





! in this country of glossy prints of photos ¢ 
or line copy in an office machine,” ac- 
ng : cording to the distributor. 
“y~4 - - - for more details circle 31 on last page 
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\NEW PRODUCTS ........ 


Floor Smokers 438 

New floor smokers in alumi- 
num and gold finish are now 
manufactured by McDonald 
Products Corp., Buffalo, N. Y, 
Three designs, said to save 
maintenance dollars, are now 
available for supplementing in- 
terior design or setting a pat- 
tern. They are available with 
the Duk-It tip action or screen 





grill top. The company said / 
metal surfaces are protected by ‘ 
a burn-proof finish that js a 


cleaned by warm water. Shown 
with these stands is a waste 
basket in solid drawn alumi- 
; —" ; stail prices range fr S16 $9 
Now—one of the country’s foremost home magazines has num. Retail prices range from $16 to $24. 





joined with America’s leading globe maker to produce a : 
strikingly beautiful, new 12-inch globe—the most exciting Pencil-Stapler Deal waar 439 

: A deal consisting of Swing- 
line’s No. 99 stapler and one 
gross of Eagle Mirando pen- 
in thrilling trve-to-life color in addition to thousands of cils, or one-half gross of Eagle 
place names and clearly defined boundaries. Verithin pencils, or one-quar- 
ter gross of Eagle Stickpen ball- 
point pen—all in their stand- 
ard packing—is being offered 
by Eagle Pencil Co., Danbury, 
Conn. The merchandise is 


i= peared: Galen) priced to dealers at Eagle's ; ~ 
( SEE mata dee regular quantity discounts, and : wi 


the stapler is included at a = 


globe idea in years! Infinitely more decorative—far more 
educational because it shows the earth's physical features 





In six new models from $9.95 to $49.95 
retail—three in vivid raised relief—three 
illuminated, with shaded relief coloring. 























"AWARD WINNING special price “that enables deal- ” 
Display Stand ers to give their customers a real bargain and still make a 
much-better-than-average profit,” according to the firm, which 
when you purchase noted that the deals are being promoted by advertising, direct 
only a dozen assorted mail and stuffers that quote no figures. TH 
TRUE-TO-LIFE g/obes. 
Holds all six models Hanukkah Cards 440 
for complete selection Sholom Greeting Card Co., 
in a minimum of New York, has announced its 
space. Hanukkah line of Jewish greet- 
*Won first prize for Best Point-of-Sale ing cards, which feature art 
merchandise Presentation at the 1961 reproductions of both modern 
N. Y. Stationery Show. and traditional works of Jew- 
ish artists, printed on _ fine 
SOCHSSSSHSHSSSSHSHSSSSSSSESSSSSSSESESSSSSHEHSSSSSSHEESESESEEEE parchment stock. This line in- 
. . cludes 15 and 25 cent general 
2 \ational, Adyortiai ° cards, 10 cent wallet cards, 5 cent cards, as well as gift en- 
rs Ung : closures and the 50 cent cello-pak. The festive customs of 
4 Reaches Millions of Globe Buying Homes < the holiday are colorfully depicted on each card. All cards list 
nd ; ren ; : |the title and artist and a brief description of the painting 
: Leading ary a 4S 5 _|itself. Free samples are available. = 
2 Parents Magazine, and Living for -4 
° Young Homemakers will carry the | “4 
° TRUE-TO.-LIFE story into millions of ° | 
: potential globe buying homes. ° Optically ground and polished Packe 
° ° glass lenses. The unique green appe 
SCSSSSSSSSSSSSSSSSSSSSSSSSSSSSESSSSEESSESESESESEHESEE metal display stand makes divid 
Sure to be “"qeactieshy pockaged t= ail ideal 
The Year's Best-Selling Globes! | meee a” Ae om 
More people will choose TRUE-TO-LIFE globes <“Srour 





not only for their harmonious coloring, but be- 

cause they are more understandable, true-to- 
life replicas of the earth. Write today for catalog, 
details of our liberal display stand offer. 


2-22” Readers List $1.75 
y 2-3’ Readers List 2.25 ea. 4.50 
2-312” Readers List 2.75 
2-4” Readers List 3.25 ea. 6.50 
2-412” Readers List 4.50 ea. 9.00 
TOTAL RESALE VALUE $29.00 
One $2.00 Display Stand Free with 
Each Assortment 
PRICE TO DEALER — $17.40 
Open Stocks Available—Less 40% 
Many New Items Available 
WRITE FOR NEW OPTICAL CATALOG 


TESTRITE INSTRUMENT CO. 


134. MONROE STREP I NEWARK 5, N. J 





= — 


T te) 


NARRAGANSETT 

















- - - for more details circle 73 on last page - - - for more details circle 81 on last page 


64 MODERN STATIONER | yo 








438 
lumi- 
now 
‘Donald 
N. Zz, 


O save 


screen 
1yY said 
cled by 
that is 
Shown 
i Waste 
alumi- 


439 


L\ 


make a 
1, Which 
g, direct 


440 
ird Co., 
nced its 
sh greet- 
lure art 
modern 
of Jew- 
on fine 
line in- 
general 
gift en- 
toms of 
‘ards list 
painting 














n last page 


ATIONER 








No. 99 Goren Autograph Bridge Cards 

Double deck-Red & 
Blue border with 
Goren Autograph. 
Large numbers and 
pips for easy view- 


ing. 
Retail $2.50 


Goren Home Duplicate Kit 

4 Boards—4 Table Markers—Traveling 
Scores—Recap Pad—Goren Duplicate 
Rulebook 


Retail $2.98 





Bridge Babies 


tions. 
Retail 


No. 27 Hollyhock Ensemble 
Beautiful Card Table Cover in Pink or Bive 
with matching double deck of Bridge 


cards, Scorepad and Tallies in 


plastic 
bag. 


Retail $6.95 


THE ULTIMATE IN QUALITY... 
‘ NMife 






PAPER-KING 


PUNCH 


A top-quality punch offering out- 
standing features that heretofore 
i have been available only in far 
more expensive paper punches. 
Constructed of sturdy steel ‘ 
beautiful nickel plate finish. Han- 
dles are cushioned with soft plas- 
tic, available in many colors. The 
helical compression spring assures 
positive punching action. Adjust- 
able paper gauge measures depth 


Packed in ‘'Buy- 
appealing” in- 
dividual pack- 













a oe of reach ... receptacle holds clip- 
r cK, . . . 
shelf or counter pings, easily emptied when full. 


display Available with six dies of assorted 


shapes and three round dies. 






GEM TICKET PUNCH... 
pressed steel, nickel-plated 
punch with knurled handles. 
Available with six assorted 
dies, three round dies. Pre- L 
priced card attached. 


METAL PRODUCTS CO. 


MARENGO e ILLINOIS 
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Tally Assortment ‘’R’ 
162 sets 2 Table Tallies—36 sets 3 Table 
Tallies—Free display rack. 

Cost $32.40 


Book 
48 page book of Bridge Babies with cap- 
tiveting expressions and appropriate cap- 
honed for gift: 





No. 3 Goren Display Unit 

Contains 12 best selling Official Goren 
Rulebooks and Scorepads in attractive 
display rack. 


Cost $40.00 


Write for our new catalog show- 
ing our complete line of card 
playing accessories 


a —S ob) 
PUBLISHING CO., INC. 


123 North Third St. 
Minneapolis 1, Minn. 















NEW! 


improved channel 
anodized (no-smudge) 
aluminum edge 
drawing boards 


7 sizes at reduced prices! 


Made of the same fine grade of smooth sanded select lumber 
as in all ANCO boards, for cleaner more accurate drawings. 


SIZES: LIST PRICE 
No. 710M-1 12/x17’” $2.00 

No. 710M-2 16/x21” 2.95 
No. 710M-3 18/x24’ 3.85 
No. 710M-4 20/x26’ 4.45 

No. 710M-5 23/x31’” 5.80 

No. 710M-6 24/'x36” 7.25 

No. 710M-7 31/x42’ 11.65 





Available through Art Materials, Drafting Supplies and Stationery Dealers. 





ANCO WOOD SPECIALTIES, INC. | 





| ° . 
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Expansion Envelopes 44) 
Quality Park Envelope Co., hi 


St. Paul, has introduced the | 
|} mew Bulkamailer expansion en- | 
velopes. Constructed of 40 
Parkraft stock, with long dou- 

ble gummed flaps, the envel- ey 
| opes feature a “satchel bot- = 
| tom;” box bottom style only 





when expanded. The envelopes are available in four size 
4% by 11 up to 9 by 12, with three degrees of expansion jp 
each size, 1%, 2 and 3 inches. - 


| Cutting Device 44) 
 ” A new cutting device de 

signed to remove clippings 
from mewspapers and mag. 
zines called the Clipit has been 
announced by Clipit of Janes. 
ville, Wis. The unit’s clipping 
blade and piercing point per. 
mit clippings to be cut from 
the center of a page without 
cutting in from the edge with 
scissors or demolishing several ee 
pages below with a razor blade, 
according to the manufactur. 
er, which noted that it also cuts straight lines without 
leaving jagged lines when used with a ruler. Small enough to 

fit into pocket or purse, the Clipit is made of gray and 


; ; The Seturdey Evening white plastic and is priced at 98 cents. Replacement cutting 
Advertised in POST heads, which include the high carbon steel blade and a red 
nylon guide, are 59 cents. Each item is mounted on a pre- 

dest eamaie eentasannke: 0h eanee 06 Wate beneh AeIORANEN, cdtind, GTO priced card, and a display of 12 units is available, as is a | 


. - « for more details circle 53 on last ‘page kit of promotion material, which is free to stores. 
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Miracle marking pencil 
Works mechanically 

No tape to unwind 

Neat. strong case 

Handy pocket clip 
Refills in 6 bright colors 
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COLOR OUTFITS | 
Gifts that “Paint” a Handsome Profit Picture! a) 
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“Malfa Jr.” 
Oil Color Outfit 


pri 
= ee Pastel Assortment No. 36 













Both pastime painters and professionals favor Oil Color Outfits ......... .$3.75—$36.00 
Weber Color Outfits for quality. They move Water Color Sets ......... .$3.75— $8.40 
fast, build big profits for you. Available in Pastel Assortment ......... $1.50—$24.00 
many sizes and styles. Choose the set that suits 


your budget. F. WEBER CO. D 


Write today for prices and discounts 

















Makers of Permalba 
PHILADELPHIA 23, PA. 












7 Ys 
A) 
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44) 
4 
as 
four sizes side showing hinged 
heh. | pg aA 
Pm ane eam acenulloe SERIES 


TWO NEW 


ARCHITECTURAL DESIGN GROUPINGS 


with clean sweeping styling in 







View from approach 


























44) 
= « WOOD OFFICE FURNITURE 
device de. — 
clippings te SS 
and magi. New additions to the Spacemaster Series that fit 
it has , a Jad ‘LL? , 
t of — an important need in “compatible” office planning 
1 > b SS . . 
Us clipping SN — especially when done by architects! Execu- 
point per- ° ° a 
> cut from Executive arrangement with tive and secretarial arrangements look similar 
i tt ti t t oe ° 
ge without 5 es eee Sot. ee. from the front, but each has distinctive features 
- edge with wastebasket niche, storage area. : 
ing several particularly suited for individual convenience and 
—— performance. Priced competitively with any other 
[- 
es without office furniture — with normal dealer markup! 
| enough to 
f gray and _ 
lent cutting 
me = Jorcoe 
| on a pre 
le, as isa —=S== 
S. Secretarial arrangement features. | JASPER OFFICE FURNITURE COMPANY 
5; | tambour front, typewriter pedestal, | 
file and storage areas. JASPER, INDIANA 
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SANE: 


Zz 


AERO RELIEF NEWS 


i“ 
0 4 =6An outer space look at 
| the Planet Earth. This 
. \ 


OIN3IS / 


AU 


Pp 2m 2h ae 


new globe by Aero is the 

first and only to combine 

True Raised Relief and 

( Illumination. Mounted 

on a genuine walnut base 

/ with full meridian ring, 

< it stands 16” high, complete with bulb and in-line 
switch. True-to-nature colors, countries and cap- 

) itals fully detailed, produced of high impact | 


4 washable vinyl. Retails at $29.95 | RULERS and YARDSTICKS 


AERO’s full line of accurately scaled True 

















AGAIN APNG AAA: 














Raised Relief maps include United States all Senco’s unique precision-matic 


50 states and The World. Both in three sizes and 
| 
| 
| 








method of manufacture pro- 
prices; Gift — $9.95, Decorator — $24.95, and 
Deluxe—$49.95. Authoritative and fully indexed 
they’re designed for the office and home, ready to 
hang and use. Catalogs, dealer sales aids, and 


duces rulers which look su- 


perior . . . quality which invites 


sales .. . “Senco” on the ruler 





; means money in the till. 
Statement enclosures furnished. For authorized 





ae ‘ ' Write for literat rn || 
—zhw dealership information write to: Aero Service paseo Seg eee SENECA NOVELTY CO., INC. 
Corporation, Relief Map Division, Phila. 20, Pa. nearby jobber. 52 Miller St., Seneca Falls, N. Y. 
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PRE-SET FOR 
PERFECT PUNCHING 


Studio Valentines 443 

Flair Cards Inc., New York, 
has expanded its Valentine line 
to 115 designs for the 196? 
season. The company feels that 
while the demand for studio 
valentines has increased, “the 
so-called ‘ugly’ or ‘slam’ val. 
entine is on the way out.” The 











No adjustments, no gauges, 
nothing to mark — 

just insert paper 

and squeeze! Clix 








punches are permanently most popular designs, the firm 
pre-set for proper center said, are “humorous, cute, gently spoofing, or loving valen- 
PAPER distances . - . save time tines—definitely not the ‘I hate you’ or ‘off-color’ brand.” 
and waste motion. Samples are available upon request. A 48-pocket rotary pack 
Always accurate, with 48 dozen of best-selling styles, is available for $75.50 
PUNCHES jamproof, trouble-free. postage paid. The rotary pack is an 18 inch diameter table 
CLIX rack, which can be used for other special seasons, or stored 

DOUBLE DUTY PUNCH when not required. 

MODEL 32 

List $5.75 Pocket Record Books 444 





Two newly-published expense- 
account and tax records, in at- 
tractive counter-displays, will help 
build traffic for stationery stores, 
according to The Ideal System 
Co. The handy, pocket-size book- 
lets are available in weekly and 
monthly forms, to record  busi- 








CLIX 


are also available in: 





1-Hole Punches — Model 100X — List $.65 







2-Hole Punches — Model 2 — List $2.75 for 5” —12” sheets ness, travel, entertainment, auto ' 
3-Hole Punches — Model 3 — List $3.75 and incidental expenses; daily appointments; and _ periodic 
7-Hole Punches — Model 7 — List $7.50 summaries. They have been developed by experts to conform 





with latest tax and expense account requirements. Easy to 
use and easy to file for permanent reference, the booklets 
come in smartly-designed counter units, holding 50 weekly 








See your Wholesaler or write to 


NEW ENGLAND PAPER PUNCH CO. 








NATICK, MASSACHUSETTS records or 25 monthly records. Samples, price lists and ship- 
p:ng information may be obtained by writing The Ideal Sys- 
- - - for more details circle 62 on last page tem Co., 2437 West Pico Blvd., Los Angeles 6, Calif. 














(ST 


FILING EQUIPMENT 


UPRIGHT CARD FILE 


STANDARD CARD FILE > 
ONE DRAWER CARD CABINET 
4% DETAILED PRICE LIST TO THE WEIS : 


ee 
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Seven new products are be- 
ing added to the Telephone 
Shoulder Rest by Solari Manu- 
facturing Inc., Los Angeles. 

These include: the Multi- 
Moistener, a ceramic roller- 
type moistener that is available 
in two sizes, with non-slip-or- 

a » tip plastic case that is said to 
hold five times the normal water supply; Poly-Moistener, a 
sponge-type moistener in modern plastic case; Stamp-Aid, a 
stamp dispenser that holds up to 500 rolled stamps; Tray-All, 
a new plastic tray that holds “all sizes and types” of rubber 
stamps. ink pad and postage stamps; and Type-Aid, an erasing 
shield that is said to eliminate tearing and serves as three 
extra aids—a ruler, horizontal letter counter, and vertical 
line counter, available in both Pica and Elite sizes. All of 
Solaris products are available in beige or gray, and are color- 
matched so they can be sold in sets. Product literature, dealer 
aids and prices are available. 


Office Accessories 445 


Easter Cards 446 

Barker Greeting Card Co., 
Cincinnati, Ohio, has an- 
nounced its new Easter line. 
Many of the cards, the firm 
said, come with novelty at- 
tachments, such as net butter- ' @'\ 
flies and packs of real flower 2 
seeds, and most of the religious = ———AJ = See 
cards come with crucifixes. One of the features of the new 
line is the assortment of Kiddie cards, three of which are pic- 
tured. Most of these come with real candy attachments, such 
as packs of colored Easter eggs or lollipops; some come with 
flickering pictures, hair clips and paper-doll cut-out sets. One 
large card has a pair of “moving-eye” horn-rimmed glasses. 


HERED 


PYOKS 








BUSINESS 


and YOU can get it! 


acting as a dealer for Inter- 
national Business Forms. When 
you do business with Inter- 
national, you are assured of: 


QUALITY PRINTING and perfect colla- 
tion thanks to the most modern high speed 
ROTARY EQUIPMENT 

COMPETITIVE PRICES, assuring you of 
your share of this profitable business. 
GENEROUS DEALER DISCOUNTS make 
the selling of International's one-time carbon 
forms a worthwhile addition to your sales. 
PROMPT SHIPMENT—AS PROMISED. 
We have long prided ourselves on meeting 
delivery schedules. You can depend on our 





MORE and MORE BUSINESS 
FIRMS are using time saving 
snap-aparts and continuous 
forms. Even small companies 
have found. that they save 
valuable clerical time and so, 


lelivery promises why don’t YOU - - - 
EASY-TO-USE LIST— FAST QUOTES. . 

Our price list is designed to make it easy to ps 

figure your own prices or, if you prefer, our GET YOUR SHARE OF THIS 
Quotation Department will handle your price BUSINESS with—NO INVEST- 


requests within 24 hours 


NO DIRECT SELLING. We sell only 
through our dealers, never direct. You are 
protected! 


REMEMBER - - - 
We want to do business with 
you, and we sell through 
DEALERS ONLY 


MENT IN EQUIPMENT — NO 
INVENTORY OR PRODUC- 
TION PROBLEMS— 


Write today for complete informa- 
tion on this profitable line. 
WRITE NEW DEALER DEPT. 5 


>| INTERNATIONAL BUSINESS $ 


ncoeorrorateco Mim 


Try ust We are sure we can 
satisfy you and your cus- 
tomers 


1600 E. 26th St. e¢ Little Rock, Ark. 
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Satisfy 
your 
customer's 
addressing 
demands with 


NEW 
VERSATILE 





MODEL 7O 
Prints from paper tapes pre- 
pared in a standard type- 
writer. A low cost system 

. easy to install. 

NO PLATES ¢ NO STENCILS ¢ NO INK 
Features ‘‘Automatic 
Drive” that moves mailing 
pieces into printing posi- 
tion. Names change auto- 
Spirit matically with each pull of 
the handle. 

Process 

Addressers... 


| BI-T-TTe hal —te mace) 
fit the job... 


and MODEL 39 


MORE Prints from paper address 

WA slips prepared in a stand- 
DROAIT ard typewriter. 

U// Easy list maintenance. Fea- 

FOR VO : tures “Automatic Drive” 


NO PLATES * NO STENCILS «NO INK 
that moves mailing pieces 
into printing position. 
Automatic address card 
feed. Address slips fit into 
3-fold Holder Cards. Holder 
Cards are 3 x 5 and may 
also be used for record 
keeping. 





EGER 


QR 


e Attractive Dealer Discounts 


Nationally Advertised in leading 
church, fraternal, office and business pub- 
lications. 


Dealer Aids— Direct mail pieces, 
statement stuffers, display cards and news- 
paper mats. 


FOR COMPLETE INFORMATION WRITE TO: 


“Ustin Ally 


COMPANY 
6500MS WEST LAKE STREET MINNEAPOLIS 26, MINNESOTA 
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DS, SHEETS 
DLLS, BOARDS 
AMERICA’S MOST COMPLETE LINE OF 


, DEALERS: Send for samples and price list! 


BOX 1016 « PASSAIC, N. J. 
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More SALES— Greater Profits 
When You Sell CRAM’S 
COMPLETE Line of Globes... 


@ Largest Assortment 


@ More Colors 






@ Complete Price Range 
@ Up-to-Date Maps 


@ Fast Selling— 
More Profits 


NEW Cat. No. 71—Now Ready 
Send for Your Copy Today! 
... and the best selling season of the year is rapidly 


approaching. Increase YOUR Christmas sales and 
profits by stocking and selling Cram Quality Globes. 








Globe and Map Publishers since 1867 


GEORGE F. CRAM CO. 


730 E. Washington St. * Indianapolis 6, Ind. 


Re - 
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Sheet Protector 


447 
A Vular sheet protect: r has 
been added to the line c pro- 


tective plastic envelope: of. 
fered by American Kl er-Vy 
Plastics Inc., a divisicn of 
Kleer-Vu Industries Inc.. New 
York. Vular, a Terafilm plastic 
sheet made of Eastman Kodak's 
new Tenite polyester, is a thin, 
lightweight film and said to be 
clear and free of color tint. 


“Possessing high strength and 
durability, it is cut and shatter resistant,” American said. not- 
ing that Vular will not dry or embrittle with age, and that 
its light weight increases the number of sheets that can be 
used in ring binders. The standard Vular protector accepts 
sheets measuring 11 by 8% inches, has a three-hole punch, 
and is fitted with a black album paper insert. Other sizes also 
are stocked by the manufacturer. 


Offset Plate-Maker 

The new _ plate-maker of 
Copycat Corp., New York, is 
said to combine in one table- 
top unit the equipment for 
producing aluminum plates in 
three minutes time at a cost 
of 39 cents, including the neg- 
ative. This unit, the firm said, 
handles line work, as well as 
type or hand lettering, plus 
screened half-tones. Copycat 
plate-makers, in two different ‘ 
sizes, can produce plates for virtually all offset machines 
currently in use, according to the manufacturer. The unit 
includes an exposure section, with automatic vacuum pump 
to maintain pressure contact for sharp images, and an elec- 
trically driven precision roller assembly processes the nega- 
tive and an aluminum plate. The firm added that the unit 
does not have any special installation requirements, operating 
in ordinary room light and using the normal 110 AC current. 


Shelf Extenders 


449 


New from LePage’s Inc. is 


a “free,” pre-assembled shelf 
extender. Each display, the 
company said, contains three 


dozen, pre-packed 39 cent rolls 
of 1,500 inch super size trans- 
parent Thriftape in plastic, 
see-through dispenser. “The 
1,500 inch roll is a $1.25 value for only 39 cents, equal to 
five standard size 25 cent rolls,” according to LePage’s. 


These shelf extenders are designed to grip on any gondola 
and the company recommends multiple placements at high- 
traffic locations throughout the retail store. Deal No. SE-39 
is packed with six shelf extender displays per carton and is 
items for minimum 


fully assortable with other Thriftape 
shipment, according to LePage’s. 


Slate and Chalk Set 

Tom Sawyer slate and chalk 
sets are now put up in new 
see-all packages by Standard 
Toykraft Products Inc., Brook- 
lyn. The new boxes reveal the 
contents: crayons, chalks, sten- 
cils, pictures to color, and eras- 
er. The Tom Sawyer slate and 
chalk sets, which Standard says 
have been “redesigned inside 
and out with added play value,” come in two sizes, $2 and 
$1 retail. 
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451 
A means to expand key con- 
trol systems has been an- 
nounced by the Color Cap Div. 
of the Saxton Barrett Co., Los 
Angeles. Designated the D-20 
file drawer panel, the unit is 
designed to fit standard letter- 
sized and legal-sized steel file 
drawers and will accommodate 
up to 40 keys, two keys for 
each of 20 hooks. Clear plas- 
tic protects the panel of typed 
labels, each of which has its 
individual slot. Ten different colors are available in the 
plastic Color Caps, which slip over the head of the keys. 
A cavity in the cap takes a numbered or lettered card to 
insure identification of any key, the firm said. Major cavity 
holds key. 


Key -ontrol System 





labe! Dispensers 


Two new desk model 
hand dispensers have been 
introduced by Kleen - Stik 
Products for manually dis- 
pensing pressure - sensitive 
roll labels. The dispensers 
accept label rolls up to 5” 
outside diameter on a 1” 
inside diameter core. The ' 

Model DD-2, a “small” unit for $14.75 handles pressure- 
sensitive roll labels up to 2” wide. The DD-4 dispenses rolls 
up to 4” wide and is priced at $19.10. Both units are con- 
structed of sheet metal and are finished in gray enamel. Load- 
ing is made easy by a “flip-top” peeler plate assembly and 
roll adjustment guides. For complete information, write to 


452 





Kleen-Stik Products, Inc., 7300 W. Wilson Ave., Chicago 31, 
Ill. 














Proven TOPS... 


Locs-(0-( ney 


LiNoLeEUM 


Desk Top Cleaner 


LIN-O-KLEEN 
a $ 1.25 
Gallons ........ $ 5.75 
Doz. Pints ..$12.00 


WEST COAST SLIGHTLY HIGHER 


Write for special 
dealer discounts. 


free 


Tops for over 10 years with the 
nation’s largest companies and 
thousands of offices . . . definite 
proof that LIN-O-KLEEN — 

the miracle cleaner is the best, 
most economical, most profitable 
retail cleaner on the market. 


Dealers everywhere agree 
LIN-O-KLEEN sells itself. 








Supply of Order your supply today. 
Scott 2-ply Free colorful direct mail 
wipers with 1 folders available. 
sample or 

' 


first order. Manufactured by 


fie : 
3 
Wiemer’s, Inc. 
70 Vernon Street 
Bridgeport, Conn. 
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OFFICE AIDS BY 


‘spell 


volume sales and profit! 


FLEXIBLE STEEL KLERADESK — MODEL D. Dis- 
tinctively combines three vertical compartments 
— two horizontal sections. Indexed for great- 
est filing efficiency. 


FILE-A-SIST. Attaches to file drower 
Leaves hands free. Removable in- 
stantly. Speeds filing. 


FLEXIBLE STEEL KLERADESK—MOD- 
L 6V. Provides protective place for 
papers. Soves time, space 






SE fi Seater 


**CAPILLARY ACTION'' 
HANDI-PEN DESK SETS 





CATA-RACK . . . FOR 
CATALOGS AND BOOKS 


ADAPTO-RACK 
SECTIONAL ORGANIZER 





NO-OVER-FLO SPONGE **BUILD-UP"’ HORIZON- 
_ cup TAL DESK TRAY 


IDEAL SANITARY 
MOISTENERS 


8-11 Sengbusch Building 
Milwaukee, Wisconsin 
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LISTS FOR 
ONLY & DoLLArs? 


. . » looks like twenty 
in its new case! 





“‘Justrite’’ Notary and ty 
Corporation No. 1 se 
Pocket Seal . $8.00 


Dealer Discount a 


5 reasons to concentrate your orders with “Justrite”’ 
1. Same Day Service. 2. A Fair Profit for You. 3. No 
Direct Selling by “Justrite.” 4. Engraved Letters 
(instead of punched) for Maximum Sharpness, Uni 

form Spacing. 5. Handsome Presentation Case with 
every Pocket Seal. 


Ask for our FREE 86 page catalog of ‘Justrite’ Seals, Rubber 
Stamps, Daters, Numberers, Time Stamps, Pads and Supplies. 
All merchandise sold exclusively through dealers. 


LOUIS MELIND CO. 


Founded 1893 Telephone GR 7-4200 
3524 NORTH CLARK STREET © CHICAGO 13 





72 
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Modular Benches e Steel Shelving e« Work Benches | | 
e Stock Carts e Handicabinet* Benches e Service 
Trucks e Stacking Boxes e Parts Bins e Small 
Parts Cabinets and Cases 








Your customers seeking top quality steel equip- 
ment can be selective and satisfied with BAY’s 
complete line. New products with exclusive 
features maintain the same high BAY stand- 
ards of proper design—produced right, uncon- 
ditionally guaranteed. 

And, ‘BAY’s system of limited franchise dis- 
tribution and complete distributor protection 
insures freedom from wanton price cutting = 
maintains BAY’s top quality line for distribu- 
tors to sell. Check our new catalog and prove 
it to yourself. 
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BAY PRODUCTS DIV. | 
AMERICAN METAL WORKS INC. 
1818 W. Cambria St., Phila. 32, Pa. 
® BAldwin 9-1805 


! 
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NEW PRODUCTS . . 


Vinyl Brief Cover 453 

ei Te A pure vinyl cover (No 
WRS570) is the latest addition to 
the Smead Brief Cover Line. 
Especially designed for persop- 
alized presentations, this cover has 
a double-faced acetate window 
which accommodates a_ business 
card or printed card, or through 
which an inside title sheet (includ- 
ed with each cover) can be viewed. 
4." The vinyl material is soft and 
> flexible, attractively grained, fade 
» resistant and can be wiped clean 
st * with a damp cloth. One piece 
construction and three built-in double tang fasteners provide 
safe binding-in of contents up to a half inch thick, sheet size 
11” by 8%”. Display assortment No. AW570 includes 24 
covers in five assorted colors available from Smead Manufac- 
turing Co., Hastings, Minn 





Shelving Line 454 
A new line of shelving called 
Quik - Lok has _ been in 


nounced by Aurora Steel Prod 
ucts Co., Aurora, IIL, which 
said that an entire section can 
be assembled in less than five 
minutes, without nuts, bolts, or 
tools. The shelving has three 
basic parts: uprights, shelves 
and shelf supports. No sway 
braces are used. Shelf supports 
lock into slots punched on in 
ner faces of uprights: provid 
ing front and back support. 
Other optional parts are offered to provide a variety of ar- 
rangements for open, closed and bin-type shelving 


Snapshot - Holder Cards 455 

New Christmas — Snapshot- 
Holder cards from Gibson 
Greeting Cards Inc., Cincin- 
nati, Ohio, have been designed 
to frame two standard snap- 
shot sizes. Horizontal or ver- 
tical card frames are available 
for 3 by 4¥2 inch prints; square 
holders for 3 by 3 inch prints. 
Packed in a display box with 
upright sign, Gibson’s new 
Christmas holders are boxed in 
25's all alike 


Large Valentines 456 

Barker Greeting Card Co 
Cincinnati, Ohio, announces 
the addition of new $1 king 
size valentines to its 1962 line. 
Shown here are two of the 
designs. The valentine at left 
reads: “A valentine for the girl 
who has everything—Here’s a 
little something to put it in 





ror valentine’s day.” Attached 

inside this card is a French- Hs 
. a 

styled red and white polka- & % 


dot cotton Bikini, packaged in 
a clear plastic bag. The valentine at right is a large black 
velvet-flocked cat. The lettering inside the heart reads: “You 
can cross my path any time. “Other attachments to be found 
on Barker 1 valentines include orchids, handcuffs, cigaret 
holders, back-scratchers and silver trays. 
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Mulviplier Box 457 

A multiplier box is now be- 
ing produced by Common- 
wealth Plastics Corp., Leomin- 
ster, Mass., under the trade 
name of Admiration. The unit, 
which will retail for 29 cents, 
multiplies, divides, has an 

: eight-inch ruler, a 200 mm 
scale. and a built-in pencil sharpener. The box will be offered 
ina variety of colors and features white type in a large face, 
according to the company. 





Imprinted Stencils 458 

Type/rite Corporation’s recently introduced duplicating 
stencils can be privately imprinted with the dealer’s name, 
address and message. The minimum order, the Rockaway. 
N. J.. firm announced, is 100 quires, with a plate charge of 
$!5 on the initial order. Shipment will be prepaid by Type/rite. 
Two grades of stencils are available, both with standard four- 
hole punchings for American duplicators and special punchings 
for other duplicators at no price differential. 


Copy Machine 459 
Rovico Inc., Newark, N. J., 
has announced the new auto- 
matic Fotomate. The 15 inch 
model features the Rovi-Pak, 
a disposable plastic cartridge 
that eliminates mixing and 
pouring of solution, takes 30 
seconds to install, and lasts 
up to 30 days, the firm said. 
This portable, 17 pound ma- 
chine is styled in pastel beige. Said to be a high speed copier 
that can be used in the most modernly lit office, the unit is 
priced at $170 and carries a “lifetime” guarantee. 


Ticket Punches 
by HOGGSON for Every 


Office and School Use 


No. 2 & No, 3 


mS 


eee 

No. 470 
ee 
i L 


Description 








No. 17 & 
No. 33 7 eg 


TALLY \ 
COUNTER No. 26 & 
™ No, 27 a7 


No. 2 1%" reach. Ve" to V4 standard designs. Ask for models 
round holes, ass't. dies, letters & equipped with Tally Counter 
figures No. 17 — Notch or Edge Cutter 
No.3 — 12” reach. Ve" to VY Dies V4" to 5 16" max. 

round holes, ass‘t. dies, letters & No. 33 — Notch or Edge Cutter 
figures Dies 3%" to 2" max. 

No.12 — 2” reach. Va" to Vs No. 29 — Corner Punch aids in as- 
round holes, ass’t. dies, letters & sembling & fitting letters and 
figures papers. (Oblong slots) and e"’ to 
No. 470 3’ reach. Ve" to Vs V4’ round holes. 

round holes, ass‘t. dies. No. 26 — Sliding Gauge Punch 
No. 46— Minute Book Punch, % 1%" reach. 

to ¥2'' round holes—oblong, oval No. 27 — Sliding Gauge Punch 
or slotted holes. A Notch or Edge 2” reach. 






Cutter where large dies ore re Send for % 
quired HOGGSON 7 
TALLY COUNTER PUNCH registers 4, 

1 to 99,999. Available with Ve", PUNCHES Yo 


3/16" & VY" round holes and all Folder 


THE HOGGSON & PETTIS MFG. CO. 


20S Prindle Hill Road, Orange, Conn. — SYcamore 5-4777 
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Pat. Pending 


aide O,folr 


THE HANGING FOLDER WITH ADJUSTABLE METAL TAB 


Finger Tip Control for 
“filing and finding: 





hang! S dl 

Just one demonstration proves the facility, ease and 
accuracy of filing and finding with Guide-O-folders. 
Gone are the days when file clerks had to push and 
haul sagging overloaded folders to file and find 
correspondence. Guide-O-folders simply glide along 
on the metal frame. The metal strips are anchored 
securely to Guide-O-folders, hence they are always 
in position. The adjustable metal tabs are slanted at 
a 45° angle for better visibility. 

Feature Guide-O-folders in your sales work. Write 
for a sample today. 


A complete line of Filing Supplies, 
"“TRANSFILE” Fibreboard Transfer Files 


{3 i) = 
\F, aaah om ‘Thay 


STEEL DESK DRAWER UNIT 





Made to fit the lower 
deep drawer of all 
standard desks. Using 
this unit, the desk 
worker always has im- 
portant and vital data at 
the finger tips—always 
in an upright position. 
Instantly available and 
instantly replaced. The 
unit consists of a metal 
tray and 25 Guide--O- 
folders complete with 
adjustable metal tabs 
and an assortment of 
inserts for tab headings. 


Guide System & Supply Co. 
335 Canal St. New York 13, N.Y. 
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‘oo | 
HEDGES | 
takes over at | 


the end of a 


record year! 








no. 21 wooden transfer 
case 





no. 7 corrugated transfer case 





BOTH AVAILABLE IN LEGAL SIZE 


HEDGES MFG. co. 
1441 CIRCLE AVE. 
ss ae bs PARK, ILLINOIS 
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TAX AND | 
BUSINESS 
FORMS | 
SPECIALISTS 


= Bills of Lading 
= Reply Letters 
a W-2's etc. 


All merchandise manufactured 
on our own premises. 





We ship in your name— 
write for details. 


Manufacturers & Wholesalers 
to the trade 


BENSON BROS. 


nous) 
tam ARPLIATE OF ACCOUNTANTS® SUPPLY 


















Dept. MS2, 510 re agen Ave. 
Valley Sos, WR Y. — LY 3-2330 
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460 

The new Sap- 
phire ballpoint pen 
has been introduc- 
ed by All-Rite Pen 
Inc., Hackensack, 


N. J. This pen fea- 
tures a_ synthetic 
sapphire point, 
chrome - plated 


metal cap and tip, 
super-sized cartridge of blue ink, and 
molded barrels available in six solid 
colors, the company said. Individually 
packed in crystalline gift boxes, the pen 
retails at $1.98, and is available in dis- 
plays holding a dozen units. Refills sell 
at 39 cents, and come individually pack- 
ed in gold and blue tubes, 12 to a box. 


Glitter Display 
Glu-Bird glue 
and Non - Tarnish 
glitter for decorat- 
ing cards, gifts, 
styrofoam, flowers, 
packages and orna- 
ments has been an- 
nounced by Wil- 
hold Glues Inc., 
Chicago. The firm 
said the Glu-Bird writes with glue; 
sprinkle glitter over wet glue. 


461 


just 
A display 
features five colors of Non-Tarnish glit- 
ter in shaker-top jars at 29 cents each, 
and Glu-Bird glitter glue; Stock No. G4- 
60. Free glitter ideas and catalog sheet 
are available. 


Magnetic Clip 462 
The Ullman 

Corp. has market- 

ed a Magnetic 


Quick Clip which 
combines a power- 
ful permanent 
magnet and a 
heavy duty spring- 
steel paper holder. 
Finished in antique copper or brass, 
the clip is available on individual cards 
or dozen display boards. For illustrated 
literature, contact Ullman Devices Corp., 
P.O. Box 398, Ridgefield, Conn. 





Chart Material 

Compton Chart 
Productions, 239 
E. First Ave., Ros- 
ele, N. J., design- = 
ers and producers LZ 
of visual aid 
charts, announce a 
new line of Tar- 
get Charts for 
graphically plotting data which is goal- 
directed. This new concept in graphic 
presentation is said to be ideally suited 
for plotting sales performances, produc- 
tion quotas, and similar material, show- 
ing clearly how closely the data ap- 
proaches the goal or innermost circle, 
i.e. the bull’s eye. 


463 














ERS NOW THEY'VE DONE .7! 


Z~¥ New low-cost knockd« wn 
TRANSFER FILES 
meet every demai.d! 





Steady 
PROFIT. 
MAKER 
year 
‘round 









2 PLY 
SIDEWALLS 


4PLY FRONTS 
' 












STEEL ROD 
<e CUTAWAY VIEW 
SHOWS ENDURING 
CONSTRUCTION 


New “PYRAMID” Transfer Files are so easy 
to sell with this story to tell: 


STRONG double-double heavy duty corrugated. 
HANDSOME, smooth design, Pine Green color. 


LIGHTWEIGHT, easy to handle. And weight is 
important where floor load is a factor. 


SPACE SAVING when stored awaiting use. 


EASY ASSEMBLY, no tools, tape, nuts or bolts. 
Major components are securely pre-stitched. 


STACKABLE, NO SHELVING NEEDED. Enclosed 
steel rod frames add great strength, solidity. 
Designed & mf’d. by Convoy, Inc. Contact: 


oS LENNOX DIST. DIV. 
| MASSILLON, OHIO 
} hs P. O. BOX 483-A 
CReaue svoenes outs Ph. GR 7-791! 
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Po 
Losses! 
Avoid 


unexpected 
troubles! 


15 day 
free 
trial 











2 MODELS: 
2MM — 11 shre 
1MM — 22 shire: 


Thinnest shreds of any office paper 
shredder! Simple to operate — 
Convenient removable bin. 


Write for illustrated brochure describing 
full application of office paper shredders. 


MICHAEL LITH sales corp. 
145 West 45th Street, New York 36, N. Y. 
@ Dealer: Write For Profitable Sales Plan. 
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LARGE KEY 


= : 
= : 
= su ree we 
E WET HANDS 

- | THEN 

© TURN KNOB 

g | 8 


=> 


WINDOWS 


ts 
Save on Soap 


350 people can wash 
hands with one 14 oz. bar 


FRANKLIN Soap Grinder-Dispenser 
uses hard-milled soap on positive 
micro-threaded feed rod to control 
amount of soap dispensed. Easy 
to refill. Lock for maintenance 
men prevents tampering. Stain- 
less steel cutting dise positioned 
perfectly against soap. 


Stop in grinding knob at bottom 
discourages excess soap use, pre- 
vents waste, 


Soaps available are pure castile, 
G-11 (Hexachlorophene) for asep- 
tie use, and Borax soap for grimy 
hands. 


72 bars 114 oz. equal to 125 gals. 
of liquid soap, 125 Ibs. powdered 
soap. permit maximum storage in 


minimum space. 


SMALL, beautifully finished dis- 
penser suits all washrooms. Origi- 
nated and patented in Europe and 
used in all important countries. 
Now made in U.S.A. under U.S. 
patents. 


Write for description and prices to 
Fraukbin 

SOAP DISPENSER CORP. 

AFFILIATE OF FRANKLIN METAL PRODUCTS 


12 E. KINZIE ST., CHICAGO 11, ILL. 
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Ballpoint Pen 


464 

Lindy Pen Co. 
has marketed a 
new retractable 
ballpoint pen, the 
No. 645 Middle- 
weight. The new 
intermediate size 
is available in as- 
sorted shades of 
plastic with 


chrome - plated, 

jewelry-finish caps 
a — and point guards. 
The pen retails at $1 and carries the 
standard size No. 600 medium refill, 
with traction point, which retails at 49 
cents. The new display designed for 
the pen also holds separate refills. 


Display Promotion 
Perry-Sherwood 
Corp., New York, 
has announced the 
Dual-Pak display 
promotion “design- 
ed to encourage 
dealers to display 
an d_ promote” 
Britetype Stix type 
cleaner and Perfec- 
type type correc- 
tion paper. This 
promotion is the 
second of a series 





named 


“Standing 
Room Only,” and offers to the dealer 
36 Dual-Paks — each containing one 
package of 99 cent Perfectype and one 


package of 98 cent Britetype Stix— 
regularly sold at a dealer price of $40.06, 
at a special promotion price of $26.82. 
The company said the dealer will fur- 
ther benefit with a re-order price of $25 
for another 36 Dual-Paks. The program 
is supported with a package of dealer 
sales aids. 


466 
Bela Division of 
J & J Tool & Ma- 
chine Co. is intro- 
| ducing a new Bela 
#423 R M de- 
luxe folding chair 
for supplemental 
seating in meeting 
rooms, assembly 
hall, or auditori- 
um. This new 
model has a two- 
inch oversize foam cushion seat, foam 
cushioned back, and armrests. It is 
available with a choice of plastic, nylon 
or grospoint upholstery. This chair is 
the identical to the 14,750 Bela chairs 
installed recently in Detroit’s Cobo Hall 
Auditorium. The installation is said to 
represent the world’s largest deluxe fold- 
ing chair installation ever made. Also 
available without armrests, the chair can 
be supplied with regular or independent 
fold type seat to allow easy ingress and 
egress between rows, while chair re- 
mains in position. Complete informa- 
tion and catalog from J & J Tceol & 
Machine Co., 9505 So. Prairie Ave., 
Chicago 28, IIl. 


Folding Chair 





ENSEMBLES WITH 
WRAPS, CARDS, 
RIBBON 


with the 
TUTTLE Line! 








“a > 


GIANT 
PRINTED ROLLS 


Here are Tuttle’s 
Newest, FAST-CLIMBING Items 


There’s a mountain of sales potential in the 
Tuttle line of Gift Wraps and other paper 
“Specialties” for Every Day and Special 
Holiday selling. Its wide variety of colorful 
new gift wrap designs in folds, packets and 
cutter box rolls plus its sales alluring tissue 
papers assures you of profit items that “sell 
themselves” day in and day out. WRITE for 
complete information today! 


CUTTER BOX —an 
X SK 


SS 
Ws 
ws 











JUMBO 
FOLDS... 
ALSO PLAIN OR 
SPARKLE TISSUE FOLDS 





A Peak Seller, anytime . . . Tuttle’s 
“FLORAL VINE” Tableware Ensemble 


Integrated design of this tableware ensemble 
puts extra eye appeal in place settings; for 
every occasion. Sell as set, in any unit com- 
bination or as individual items. Ensemble 
includes luncheon and cocktail Napkins; 
dinner and dessert Plates; hot and cold 
drink Cups and Table Cover. 


OTHER 
DESIGN 
% 
, Oe MOTIFS 
/ im AVAILABLE 
er 4 


TUTTLE PRESS COMPANY 
APPLETON * WISCONSIN 
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NEW PRODUCTS ..... lead, nickel-plated tip for easy grip, and retails for $6.95. For executives there 





a supply of fine-line black leads inside is the Life Pictorial Atlas of the Vorld, 
‘ J the barrel. Retail price is 49 cents. It produced jointly by Rand McNa y and 
Mechanical Pencil 467 has a molded plastic barrel in gay col- Time, Inc., priced at $30 for the egular 
‘4 For the school ors, pocket clip, and a chrome-plated edition and $35 for the deluxe < dition, 
j season All-Rite ring at the center. The pencils are Another item for the office supply 
Pen, Inc., Hack- packed in lots of one dozen, either in field is the Rand McNally Worle master 
ensack, N.J., has boxes or on display cards. Extra erasers {tlas. It has 142 pages of tailed . 
introduced an im- are available at 19 cents per envelope political maps in color covering the 
proved version of of four. world, an extensive locator-index with : 
its “Fiesta” me- latest population figures and tabular 
/ chanical pencil, information all packed between lami- 
featuring a_ king- Valentine Cards 468 nated paper covers for only $1.95. It is ~ 
ai size eraser, easy- The valentine booksize (7 x 10%) and is introduced 


twist action for expelling or retracting for the first time this year to meet the 
demand for an inexpensive, handy refer- 
ence atlas for general usage. Also new 
are a big, new IJnternational World At- 
las for $11.95 and a booksize Readers , 
World Atlas for $4.95. A catalog giv- Wit! 
ing a complete description of all Rand 
McNally atlases may be obtained by 
writing to: Trade Publishing Division, 


card collection of 
Nile Running Stu- 
dio Inc., Clare- 
mont, Calif., has 
been introduced. 
This selection of 


THE 25 and 50 cent 


cards includes the 


FAMOUS pictured valentine 





You 





and long, slim P.O. Box 7600, Chicago 80, Ill P| 
ROBERTS cards which feature decorated envelopes. 
‘Since 1889 The pictured card is a 50 cent item. All 
of the cards in the collection have been Children’s Easel 470 
50 hand screened The #300 Tal- 
ent Scout chil- 
dren’s easel, with 
World Atlases 469 its two complete On 
“Give a gift of working areas, has wall 


knowledge” is the 
RAND MNALLY & 


me Rand Mc- 
a ; WORLDMASTER ATLAS theme Rand Ic 
The Roberts 50 triple-ac tion numbering ma Nally & Co. Is sug- 


been_ redesigned 
and improved by 
Anco Wood Speci- 
alties, Inc., 71-08 
80th St., Glendale 
27, N.Y. Now 


chine is designed to give years of trouble- gesting to dealers 
in announcing its 


1961 world atlas 


free service. Flick the 3-way switch and in- 





stantly you shift to consecutive, duplicate or 








repeat automatic numbering as desired. Beau- line. Pointing out finished in natural , 
tifully engineered, all-steel construction, pre- that snterest in lacquer, it has washable green chalk- o-— 
cision-machined parts, with choice of 5 to 9 world affairs and boards which are easily cleaned and 
wheels in several figure styles and sizes the demand for restful to the eye. The easel is suitable ( 
You'll like the smooth solid action, the crisp geographical infor- for children 5 to 15 years old. As for- an 
clean impressions, the provision for retract- mation are at an all time high, Rand merly, the chalkboard may still be used 
me weheeh net fe un. Ons of a complete McNally predicts a 131 percent in- as a rigid surface for standard pads for 
wanted ae nagpearetey reouar owe crease in its atlas sales this year com- all drawing and painting media. Height 
fomows since 1089. Write Roberts Number- pared to 1960. The new Rand McNally of boards is adjustable on slides. The 
ae: nem, ater ates Bile Collegiate World Atlas is expected to easel is braced 14 inches from the floor 
Corp., 700 Jamaica Ave., Brooklyn 8, N. Y : a . 
lead sales in the office supply field. Its and has two steel stabilizers. Compon- 
handy book size (738 x 10%4), and ents include a pad holder, adjustable 
HELLER ROBERTS diversified content make it ideal for paint and brush tray on each side, and 
Manufacturing Corporation school, home or office use. Totaling two chalk boards. The unit folds flat 
- for more details circle 44 on last page 416 pages, cloth bound, the Collegiate for easy storage. 


¢No. 531 STERLING'S ARCHITECT’S SCALE 


Popular among students and professional architécts 


made of white high-impact plastic with 10 different 
scales %2” to 3” with permanent, sharp graduations 
Each is packaged in a protective clear-vue sleeve 


retail $9 00 - 
er ee Re 









all 
en 


STERLING! — 


SHSCSSHSSSSSHSHSSSSESSSHSESSESSHLeESeSESe 


A high precision scale made of white high-impact plastic di 
with permanent, sharply defined graduations (from 10 
to 60) are big reasons for the great popularity of this 
item. Attractively packaged in protective clear-vue sleeve 


p00 V 


—e— eee "ae seNo. 581 STERLING'S ENGINEER'S SCALE ¢ 


Write for complete catalog. 


STERLING PLASTICS CO. 


i > 
1140 Commerce Avenue, Union,. New Jersey Fine Quality Guaranteed Since 1930 retail 
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New Low Cost 


FLEXO-SPAN 


Self-Service Island 
eee 


on 


* 





With 
“Diamond” Perforated 
Metal Shelving 
You'll enjoy 
Plus Sales — Plus Profits 
with new low cost 


FLEXO-SPAN 
New Catalog 
Lower Prices 
On self-service multiple base units—sltd. 
wall stds.—brackets—and all other fix- 


tures and fixture hardware. 
Write today for your 


FREE 


Wholesale Discount Catalog 


ADD SALES CO. 


829 York St Manitowoc, Wisconsin 
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Je OUNCE VALRT 


Lockerette 





i 


| Combines the 
tures of both wardrobe 


fea- 
racks 
Sanitary — keeps wraps 
and “in Press.” Improves 
employee morale and _ reduces ab- 
senteeism. Provides each person with: 
a dry 12” x 12” x 15” lock box for 
lunches and personal effects, spaced 
coat hanger and ven- | _ 

tilated hat space. Also | 
shelf for overshoes. 9-ft. 
unit accommodates 18; 
6 ft. unit 12. Sold bv 
leading office furniture- 
dealers evervwhere. 


best 


and lockers. 
aired, dry 


}: 
| 
|. 





Write for Catalog LO-740 
VOGEL - PETERSON CO. 
Rt. 83 and Madison St. @ Elmhurst, Ill. 
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471 
Automark Busi- 
ness Machines Co., 
St. Louis, has built 
a new embossing 
machine for mak- 
ing address plates 
and courtesy and 
credit cards. “The 
machine operates electrically from a key- 
board at speeds of well over 100 char- 
acters per minute and will emboss all 
styles of plates now in use,” the firm said. 
“It features as standard equipment an 
automatic line space, automatic § car- 
riage return, back space, rapid car- 
riage traverse, very quiet operation and 
modern design.” The character sizes 
available range from 3/32 to 3/16 inch 
height, any one standard size being 
included with the machine. A _ stan- 
dard machine, Automark said, is easily 
converted to punched card or tape con- 
trol, yet may still be manually oper- 
ated from the keyboard. Almost any 
standard punched card or tape control 
unit may be used. With such control, 
the standard machines include automatic 
plate loading, feeding and unloading, in 
addition to those features listed for the 
keyboard operated machine. Automark 
also offers such optional equipment as 
hand-operated, chute-style plate feeders, 
special designed characters and charac- 
ter sizes, plate roller attachments, and 
hand and automatic feed tipping ma- 
chines for plastic plates. In addition to 
the Model EMB Automark electric key- 
board embossing machine, the company 
will soon unveil a line of high-speed 
imprinters, counter top imprinters, 
source data recorders and other related 
items. Dealerships are now available in 
more major cities, the firm added. 


Embossing Machine 
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Secretarial Swivel Chair 
Incorporating the 
chair mechanism 














within a cast alu- 
minum seat pan, 
this secretarial 


swivel chair repre- 
sents an important 
advance in func- 
tional and attrac- 
tive seating. It was 
designed for Knoll 
Associates, Inc. by 
Max Pearson of Knoll’s Design Devel- 
opment Group. Protruding adjustment 
devices are eliminated, giving the chair 
a lighter, neater appearance. A cylindri- 
cal sleeve surrounding the center col- 
umn is turned to raise and lower the 
seat position. Two flush mounted alu- 
minum knobs, incorporated in the back 
shaft at the base of the seat, control the 
tension and the vertical and horizontal 
movements of the back rest. Rubber 
mounts which connect the back to the 
aluminum support, give additional flexi- 
bility. Seat and back are upholstered in 
foam rubber. Exposed edges of the seat 
pan are covered with plastic to protect 
chair, walls and furniture from scratch- 
ing. Aluminum parts and finished in 


brushed chrome and black oxide, also 
available in polished chrome, the com- 
pany said. 








Display any 
product on 


punchboard 
with Shure Sell 


PUNCHBOARD 
ACCESSORIES 


——————\ 





You can display practically any 
product on punchboard with 
Shure-Sell accessories. Save space 
. ideal for self-service merchan- 
dise...use for wall displays, gon- 
dolas, and counter displays. 
Accessories for square-hole or 
round-hole punchboard— 









holes on 1” centers. 
ay ~—d + 
A METAL 
— PEGS 


Single and double 
in light or heavy duty 
weights. Also angle pegs. 
3” to 12” lengths. 12 per package. 


SPECIAL DUTY 
DISPLAYERS 
Available for every type 
of merchandise. Brilla- 
tone finish. Also hold- 
ers, frames, easels, 
clips and 
brackets to fit 
square or round- 
hole board. 
FREE! 
Write For Catalog M-61 


Here’s the answer to your mer- 
chandising problems... gondolas, 


glass hardware, pricing systems, 
-and 


standards, and brackets.. 
tips on how-to-do- 
it with Shure-Sell 

display products. 





COMPANY 
Post Office Box 276 
Pico Rivera, California 


- for more details circle 68 on last page 
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to be minor, including slight reductions Bible seals and patriotic seals fe: turing 


on half-pints of drawing inks and Ink-A- famous American personalities. T>e com. 
Matic dispensers, and slight increases plete line, including flowers, bir<s, apj- 
on 2-ounce office paste and colored mals, holiday and special subjects, now 
writing inks. includes 59 individual books. The cutout 


line offers almost 200 different items, 

Accessories Catalog 303 Eureka’s Dupli-Stickers and other ad. 

Stylecraft of Baltimore, Md., gift and dressing labels, roll and fanfold labels 

stationery accessories are featured in a parcel-post labels, conten label tabs 

catalog released by the Beckhard Line, and other specialties are also listed in 
230 Fifth Ave., New York, sole dis- ‘Ne catalog. 





" : ‘ Nov. 
Business Forms 300 tributors for the products. Included are Fx 
The 1962 catalog of the Philip Hano desk accessories, files, desk baskets, Social Record Books 3 A < 
Co., 85 Sargeant St., Holyoke, Mass., is bookends, pencil stands, memo boards, A catalog of record books from the ge 
said to offer complete, accurate and up- _ telephone and engagement pads, scrap- — Social Division of National Blank Book 
to-date information on the _company s books, photo albums and many other Co. is available from the sole distriby- 
line of business forms. Designed with related items. tor, The Beckhard Line, 230 Fifth Ave. 
the salesman’s needs in mind, the cata- New York 1, N. Y. It includes a variety Feb. 
oe, contain orice a and Zine in, Printing Paper Booklet 304 of slbums, diaries address books, te | 
forms as well as ~ Snap-A-Part forms A sample and specification booklet phone books, autograph books, record 
ay ss a has been released by Wausau Paper books, passport cases and writing port. Feb 
Mills Co. on its No. 1 Mimeo Bond folios. With the catalog is a new July, ‘a 
New Catalog 301 sulphite printing paper for offset and 1961, price list. F 
° . 7 Ci 
A catalog of the Woonsocket Line letterpress reproduction. The booklet 
featuring Boutiques, notions and brushes contains samples of the various weights Catalog, Sales Portfolio 307 Apri 
has been released by the Beckhard Line, in whites and the six attractive colors A combinati atalog and sal V 
230 Fifth Ave. New York, exclusive included in the line. Copies are avail- ee ee 
ya 1 ve., ew ork, exclusive include in the line. Copies are avail » , afta ‘ _ 
Seigh a , d : sg folio on its Sentry Safes has been re- 
distributors. The Boutique items and able from the Advertising Department, leased by John D. Brush & Co., 545 Apr 
he Rhody-Brushes are offered in a wide Wausau Paper Mills Co., Brokaw, Wis rag : , wade ~ 
ape ila aaiten . ae . ‘ " , - West Ave., Rochester, N. Y. Packaged in A 
—— a SNES. a colorful, heavy-duty file folder which hi 
Specialties Catalog 305 gives general information about the com- iz 
Ink Catalog 302 A new catalog of stationery special- pany and the Sentry line, the sales kit 
Higgins Ink Co., 271 Ninth St., Brook- ties featuring an expanded line of cut- contains eight full-color stuffers describ- Apr 
lyn 15, N. Y., has published a new outs and decorative seal books has been ing each of the Sentry models, with an D 
catalog, No. 117, and a revised trade released by Eureka Specialty Printing order form and space for dealer imprint. 
discount sheet on its line of inks and Co., Scranton 1, Pa. New seal books list- A complete price list and dealer form Ma’ 
accessories. List price changes are said ed in the catalog = are cats, butterflies, order are included. ( 


















W-2 FORMS | ina word instal STRONG ING!! — ses 


Approved Federal, State and City 
wage-tax reports for I-write oper- 
ation for NCR, Burroughs Sensi- 
matic. Also IBM Continuous, mar- 
ginally punched; and State cards. 


Invoices, bills of lading, purchase orders, 
reply messages, etc. You take the order, 
we fill it in your name. 


Forms imprinted or plain. | A) = { STAXON STEEL 
PROMPT SHIPMENT « MILLIONS OF FORMS : eae 
ALWAYS IN STOCK : 


Excellent profits—write for PROFIT-PLAN 
now! Serving the trade coast to coast! 


‘ A PFY  _ 99 Hudson Street 
Business | Systems New York 13. N.Y. WA 5-4050 


- - - for more details circle 19 on last page 
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% BANKERS BOX COMPANY 
Op” 2607 NORTH 25th + FRANKLIN PARK, ILLINOIS 


Western Plant & Office 1354 $O. CLAUDINA * ANAHEIM, CALIFORNIA 
- - - for more details circle 23 on last page 








If You're An Average Dealer You Can 


Sell ASENTRY- | 
Every 30 DAYS er | 









w... Easy Mounting of All 


BOSTON 


PENCIL SHARPENERS 





$680 Yearly Sales From $57 Inventory! | 
Yes, Sentry dealers quereae 12-times-a-year on wood, glass, steel or 
turnover . . . gross $680 from $57 invest- 


masonry with the BOSTON 
MOUNTING KIT 


ment. A floor model does it, because Sentry 
drop ships to order. And Sentrys sell for less 
than balf as much as average competitive 
safes, yet return you full profit. 

Big-safe features include Ver- Model S-3 







Model S-C 
miculite insulation, built-in 3- Sug. List Sentry S-3 safe plus con- | 


Now Boston’s all-metal Pencil Sharpeners 
can be mounted anywhere. There is a Boston 
model for every purpose and the mounting 


kit fits every one. All Boston Pencil Sharp- re 
eners are guaranteed for 1 year. BOSTON 

Send for catalog and price list. 
C. HOWARD HUNT PEN CO., CAMDEN 1, N. J. 
- - - for more details circle 29 on last page | - - - for more details circle 46 on last page 


pauber goaminscion Sock. , regen. heer —— 
ank vault type ock ar, ne mahogany, walnut or 
drawers. U.L. “C” label. Write $8995 blond wood. Suggested 
for details. list 


JOHN D. BRUSH & CO., INC., 580 West Ave., Rochester 11, N.Y. 
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| how to 


vs _ MEET AND 


Nov. 3-5—Western Area Convention- 
Exhibit of National Office Furniture 
Assn., Ambassador Hotel, Los An- 


ee | | COMPETITION 


Feb. 16-18—Western Show, National K &C'S TRAFFIC-PULLING 


Stationery and Office Equipme 
Assn. Brooks Hall, he “al Call “Stan the Man 7 STEEL DESK/FILE 


PROMOTIONALLY PRICED—Make the 


Feb. 16-18—NSOEA District 9 Meet- h hit f t | most of limited space with all-in-one 
: OF pro / ac S ' filing cabinet, typewriter desk and two- 








ing, Sheraton-Palace Hotel, San Fran- ; 
shelf safe-storage compartment with 


— combination lock. Locked door protects 

typewriter desk. Complete with letter 

file and two utility drawers. Heavy 

K & C's ogg A or gauge steel. Choice of 4 colors. 

K & C's FAST, FAST SERVICE K & C quality cuts costly servicing—you 
keep the profits on our fast-moving 

K & C's SCIENTIFIC PACKING! promotional files, desks, storage cab- 


inets and combination units... write, 
— 


\ wire or call Stin Neichin collect for the 
May 10-11—NSOEA District 10 Meet- | - - - for more details circle 50 on last page 


K & C's LOWEST INDUSTRY 
April 5-7—NSOEA District 4 Meeting, PRICES! 
Vinoy-Park, St. Petersburg, Fla. 








April 26—National Office Furniture 
Assn. Annual Convention and Ex- 
hibit, New York Coliseum and Barb- 
izon Plaza Hotel, New York. 





April 27-28—NSOEA District 5 Meeting, | 
Dearborn Inn, Dearborn, Mich. 
HYacinth 1-4510 ou 
Si OVER A DECADE OF QUALITY AND Gate) | 
, PRECISION IN STEEL EQUIPMENT > souuen 


May 3-4—NSOEA District 7 Meeting, 
Galvez Hotel, Galveston, Tex. 





a stay ahead of competition FACTS! 
( METAL PRODUCTS CO., INC. 
a 1007 Greene Ave., Brooklyn 21, N. Y. 
i 
=e 4 





| ee all the NEW! 
“best seller’ lists! Dennison Webster's 


NOTEBOOK DICTIONARY 


The only dictionary made especially for all standard 
2 and 3-ring notebook binders. It is available in a 
choice of two sizes (11"x 8%” and 10%2”x8") to 
meet all binder size requirements. 


Over 15,000 definitions! 

An authoritative reference source to more than 
15,000 words, this staple-bound, 32-page, hole- 
punched booklet is all ready for notebook insertion. 
Each entry is syllabized, with correct pronuncia- 
tion, part of speech and modern definition. 


Unlimited sales potential! 

Turnover’s terrific on this new and exciting “best 
seller.” Students, parents, secretaries, typists, and 
professional people, too, are all potential customers 
for this handy home, office or school dictionary. It’s 
a “natural” for year-round sales! It’s packaged in 
a colorful, buy-appealing clear pliofilm jacket. 





Order a supply of Dennison Notebook 
Dictionaries today by contacting your 
regular Dennison representative. 





Available with index divider to retail at 39¢ each; 


. ss , — ra 
or with 5 color-coded index dividers at 65¢ each. S) NWINIaOW FRAMINGHAM, MASSACHUSETTS 
Offices in principal cities 


- - - for more details circle 93 on last page 
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: ing, Mountain Shadows, Scottsdale, June 11-12—NSOFA District 2 Meeti 
Don't forget to include : i 
9 Ariz. Grossingers Country Club, Ferndale 
your zone number N.Y 
" May 14-15—NSOEA District 8 Meeting, va Nae 4 
when sending gp ee onsen ig ws ae June 22-23—NSOEA District 1 Mceting, 
a change of address notice. e ati i cat Milian Equinox House, Manchester, Vt 
— : — May 25-26—NSOEA District 6 Meeting, June 25-26—NSOEA District 3 Me cting, 
F ULTLESS Hotel Leamington, Minneapolis, Minn Pocono Manor, Stroudsburg, Pa 
A, modern. tree CLASSIFIED ADVERTISEMENTS - 
dimensional fold- 
j | . ies , , 
~ ny aoe Deadline for classified advertisements is the fifteenth of the 2nd month ADVE] 
- wr ee preceding the month in which the magazine is issued. RATES: 30c a word 
eli gm Minimum Order: $6.00. Names and address are te be included in the count 
end atmciaraty yes Initials or sets of figures are to be counted as one word 10 Add ! 
takes only fy *” 
of counter space 77. 
The card is in col- Ad 
orful blues and " vat 
whites against HELP WANTED HELP WANTED bindii 
which the_ bril- 
~ gg ogg Salesmen now « -—- on sift mes drug — FAST SELI pe GI cs —_. - IVELTIES for 12 Aero 
2 etc We are a year-old publisher of studio stationers ral commission t 
en se and humorous greeting cards. 25% 5 OY r yraneneiey RC ob B INS F N PERPRISES, 170 -A 5th globe 
Prepaid shipments. Free racks, ete Box 305 Avenue, New Yo City 10 11-61 A 
ag, gel n MODERN STATIONER, | East First Street 13 AlL-Ri 
from steel and Duluth 2, Minnesota 1-62 _ page 
have a tempered 40) 
steel encircling Immediat va H WEEK 1 4 Alma 
aha mmediate open n to ca on churches ch 
Sales Repre sentative wanted for imported, well and one, civic OF Mf zations with guar anteed ma 
ce ted cle type dry cleaner I ypex. Some money making plan ist have car and be free 
Al ilabl cuchanive _ territories still available. Lex- to travel. We will train you at our expense and 15 Amer 
so availabie ‘aston. 42 Lexington Ave New York 10. N. ¥ demonstrate in the field that you can earn com- Porta 
2 pieces on a flat 11-61 missions of ad ind more weekly. Also opening 
card, or 1 gross aid r; ve bg eee mam hag -- ‘= a, — 16 Amer 
to a box. S iby -. : Chicago 6, Ill : - ates Shee’ 
. CHRISTMAS CARD REPRESENTATIVES 
Prompt delivery is assured. To expand our sales coverage for 1962, we are 17 Amer 
Write now for information. now accepting applications for Experienced Re P: FOR SALE page 
resentatives now calling on Gift, Greeting Car 
L. D. Van Valkenburg Co. and Department Stores to sell our distinctive, FULL-LINE STATIONERY. OFFICE SUPPLY 18 Anco 
Dept. M. HOLYOKE, MASS. high quality lines of Christmas Solid Packs and 
MACHINE AND COMMERCIAI PRINTING 
SERVICE QUALITY P.G. ane Many choice territories open business in fast growin area Virginia, voh : boar 
Please give full information first letter. THE over $75.000. Real fe Parner Mid $5 .000 pee 
f Detatin nimi tae last NEWBU RY GUILD, 400 Newbury St., Boston Box 320. MODERN STATIONER, 1 East First 19 Apex 
ects or more otal s circle on last page 15, Mass. 11-61 Street, Duluth 2, Minnesota tf —F 
SPECIAL SAVINGS only duri ' 0 Arro 
L SAVINGS only during NOVEMBER ¢ iT FOLDS. equi 
Zaymeua MAGIC TOUCH ae a. Ens 
vat ®IT Q@AN SLIT sing 
Fingertip Moistener for fast paper handling or PERFORATE 2 Bank 
BUY 72 WITH or WITHOUT mois 
FOLDING % Bank 
($15.66) 
GET 14 FREE _... 
MAKE $7.00 
EXTRA PROFIT = 
and 
Order Deal MS106!1 — Offer closes Nov. 30, 1961 HEAVY DUTY MODEL FH.SHDN senaens 
aoa % Bee 
Fauna . 
pag 
BANKERS & MERCHANTS, INC. THE PRINT-O-MATIC Co., INC. = 
4410 N. Ravenswood Ave., Dept Chicago 40 MW 724 W. WASHINGTON BLVD. © CHICAGO 6, ILL 7 
- for more details circle 22 on last page - - - for more details circle 67 on last page 


Small mineral granules, pigmented and coated 


DECORATING © MOSAICS ¢ LETTERING 


Spread a pattern of glue — Shake in INEXPENSIVE 
Granules and there is a Mosaic Picture. FUN - 


29¢ each 





MFG. CO., INC. 


P. O. Box 243 
Winthrop, Maine 









SCHOOLS.j"= . 
a for your Business FORMS 
LIGHTWEIGHT ® WEATHERPROOF 
SEND TODAY FOR OUR CATALOG 
JUST CLIP THIS AD TO YOUR LETTERHEAD 


AD NO. 














ee ee ee 








WILHOLD GLUES, INC., Los Angeles 31, Calif. © Chicago 12, Ill 


- - - for more details circle 89 on last page 
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ne pee provided fr your convenince To obtain additional information on new products, trade literature and advertised products in this 
ave, simply circle the corresponding number on the perforated card bebow, fill in your name, business address and mail the card. 
AD Bostitch, Inc. — Stapling equipment — 46 Hunt, C. Howard, Pen Co. — Pencil 
10 Add Sales Co. — Store fixture — page page 45. sharpeners — page 78. 
77. 29 Brush, John D., & Co., Inc. — Safes — 47 Indiana Desk Co., Inc. — Wood office 
ll Advanco Products, Inc. — Punchless page 78. furniture — page 55. 
binding — page 54. 30 Burroughs Corp. — Adding machine 48 International Business Forms, Inc. — 
12 Aero Service Corp. — Raised relief promotion — page 13. Business forms — page 69. 
globes and maps — page 67. 31 Columbia Ribbon & Carbon Mrg. Co., 49 Jasper Office Furniture Co. — Wood 
13 All-Rite Pen, Inc. — Ball point pens — Inc. — Copy film — page 63. office furniture — page 67. 
page 50. 32 Corry Jamestown Corp. — Office fur- 50 K & C Metal Products Co., Inc. — Steel 
14 Alma Office Machine Corp. — Adding niture — page 43. deck — page 79. 
machine — page 49. 33 Cram, George F., Co. — Globes — 51 Kehthaas Co., The — Sorters — page 60. 
15 American Geloso Electronics, Inc. — page 70. 52 Lennox Distributors Div. — Transfer 
Portable dictation machine — page 56. 34 Dymo Industries, Inc. — Label making files — page 74. 
16 American Kleer-Vu Plastics, Inc. — tool — page 10. 53 Listo Pencil Corp. — Marking pencil — 
Sheet protectors — page 40. 35 Faber, Eberhard, Pen & Pencil Co., Inc. page 66. 
17 American Map Co., Inc. — Maps — — Writing instrument bonus offer — 54 Lith, Michael, Sales Corp. — Paper shred- 
page 60. 4th cover. der — page 74, 
18 Anco Wood Specialties, Inc. — Drawing 36 Franklin Soap Dispenser Corp. — Soap 55 Master Addresser Co. -— Addressing ma- 
board — page 65. grinder-dispenser — page 75. chines — page 69. 
— page 78. books, photo albums — page 15. punches — page 65. 
% Arrow Fastener Co., Inc. — Stapling 38 Globe-Wernicke Co., The — Office fur- 57 Melind, Louis, Co. — Pocket seal and 
equipment — page 57. niture — page 8. case — page 72. 
21 Automark Business Machines — Embos- 39 Greeting Card Association, The — page 58 Merriam, G. & C., Co. — New una- 
sing typewriter — page 59. 51. bridged dictionary — page 19. 
2 Bankers & Merchants, Inc. — Fingertip 40 Guide System & Supply Co. — Filing 59 Merriam, G. & C., Co. — Dictionaries — 
moistener — page 80. supplies — page 73. page 61. 
% Bankers Box Co. — Transfer file — 41 H-O-N Company — Office furniture — 60 Murphy Mfg. Co., Inc. — File cabinet — 
page 78. pages 46-47, page 62. 
4 Bates Mfg. Co., The — Stapling equip- 42 Hedges Mfg. Co. — Transfer cases — 61 National Cash Register Co., The — 
ment — page 18. page 74, Bookkeeping machine — page 39. 
% Bay Products, Inc. — Shop equipment 43 Heines Publishing Co., Inc. — Card 62 New England Paper Punch Co, — Paper 
and shelving — page 72. playing accessories — page 65. punches — page 68. 
% Bee Paper Co., Inc. — Drafting papers— 44 Heller Roberts Mfg. Corp. — Numbering 63 Northern States Envelope Co. — De 
page 70. machine — page 76. posit receipt cases — page 42. 
7 Benson Bros., Inc. — Tax and business 45 Hoggson & Pettis Mfg. Co., The — 64 Paine, Webber, Jackson & Curtis — 
forms — page 74. Ticket punches — page 73. Swingline, Inc. Prospectus — page 58. 
Type Information ( ) Dealer ( }) Wholesaler ( )Mfe’s. Representative 
( ) Other 





| want to receive (continue receiving) MODERN STATIONER ( ) Yes ( ) No 
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Street Address 
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imply circle the num- Tell-Me-More Dept. 
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ind drop this card in 27 2 29 #30 31 32 34 36 37 38 39 40 45 4% 
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onvenient mailbox 55 
No postage ts needed 
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70 


71 


72 


73 


74 


75 


76 


79 


ADVERTISED PRODUCTS 


Parker Pen Co., The — Writing instru- 
ment assortments — page 37. 


Plymouth Rubber Co., Inc. — Rubber 
bands — page 44. 


Print-O-Matic Co., Inc., The — Folding 
machine — page 80. 

Reeve Co. — Punchboard accessories — 
page 77. 


Regency Thermographers — Wedding 
stationery — page 48. 

Regna Cash Registers, Inc. — Cash 
registers, adding machines, safes — 
page 17. 

Remington Rand — Business machines 
— pages 6-7. 

Clary, Remington Rand, — Adding ma- 
chines — 3rd cover. 

Replogle Globes, inc. — Globes — page 
64. 

Rubbermaid, Inc. — Wastebaskets — 
page 16. 

Saunders Mfg. Co., Inc. — Holders for 
business forms — page 80. 

Seneca Novelty Co., Inc. — Rulers and 
yardsticks — page 67. 

Sengbusch Self-Closing Inkstand Co. — 
Office accessories — page 71. 

Sterling Plastics Co. — Architect's and 
engineer's scales — page 76. 

Stuart, Matthew, & Co., Inc. — Miniature 
tape recorder — page 53. 

Swingline, Inc. — Pencil sharpener — 
pages 2-3. 

Testrite Instrument Co., 
nifiers — page 64. 


Tuttle Press Co. — Gift wraps, table 
accessories — page 75. 


Inc. — Mag- 





89 


91 


93 


Underwood Corp. 
page 20. 

Van Valkenburg, L. D., Co. — Pencil 
clips — page 80. 

Vogel-Peterson Co. — Wardrobe racks 
and locker combination — page 77. 
— F., Co. — Color outfits — page 


— Typewriters — 


Weis Mfg. Co., The — Filing equip- 
ment — page 68. 

Wiemer’s, Inc. — Desk top cleaner — 
page 71. 

Withold Glues, Inc. — Color granules 
— page 80. 

Wilson Jones Co. — Binders — page 4. 
World Publishing Company, The — 
Dictionaries — page 41. 

X-Act precision tools, Inc. — Pen Knives 
and blades — page 62. 

Dennison Mfg. Co. — Notebook diction- 


ary — page 79. 


New Products 


és 


S888 eFS8 


Glass Top Protectors 
Payment Collectors Envelopes 
Office Furniture Line 

New Unabridged Dictionary 
Portable Typewriter 
Rechargeable Flashlight 
Desk Lamp 

ink Capsule 

Decorating Kit 

Charge Account System 
Sign Machine 

File Drawer Tape 

Copy Machine Paper 

Ring Binders 

Permanent Label 

Stationery Embosser 

Copy Paper 

Loose Leaf Memorandum 


















TELL-ME-MORE DEPT. 





MODERN STATIONER 


1 EAST FIRST STREET 
DULUTH 2, MINNESOTA 


BUSINESS REPLY CARD 


FIRST CLASS PERMIT NO. 665. SEC. 34.9. P.L.&R., 









DULUTH, MINN. 
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Tours For The Asking 


Drafting Instrument 
Valentine Card Line 
Contact Cement 
Fingertip Moistener 
Math Reference Book 
Pen and Pencil Set 
Rubber Cement 
Electric Pencil Sharpener 
Cocktail Note Line 
Portfolio, Bag and Case 
Chair Line 

Home Calendar 
Envelope Seals 
Engagement Calendars 
Holiday Paper Goods 
File Folders 
Typewriter Ribbon 
Stationery Line 

Spray Adhesive 
Automatic Electric Copier 
Floor Smokers 
Pencil-Stapler Deal 
Hanukkah Cards 
Expansion Envelopes 
Cutting Device 

Studio Valentines 
Pocket Record Books 
Office Accessories 
Easter Cards 

Sheet Protector 
Offset Plate-Maker 
Shelf Extenders 

Slate and Chalk Set 
Key Control System 
Label Dispensers 
Vinyl Brief Cover 
Shelving Line 
Snapshot-Holder Cards 
Large Valentines 
Multiplier Box 
Imprinted Stencils 
Copy Machine 
Ballpoint Pen 

Glitter Display 
Magnetic Clip 

Chart Material 
Ballpoint Pen 

Display Promotion 
Folding Chair 
Mechanical Pencil 
Valentine Cards 
World Atlases 
Children’s Easel 
Embossing Machine 
Secretarial Swivel Chair 


Business Forms 

New Catalog 

Ink Catalog 

Accessories Catalog 
Printing Paper Booklet 
Specialties Catalog 
Social Record Books 
Catalog, Sales Portfolio 










































Two 
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Two things. 

First, if you’ve heard that Clary Adding 
Machines and Cash Registers will continue to set 
standards for quality engineering and consumer 
acceptance, you heard right. 


Second, dealer-agent managers will see dealers 
more often to give even better service and support. 

Interested ? Call your nearest Dealer-Agent Man- 
ager or write Remington Rand, Dept. MS-111C, 
315 Park Avenue South, New York 10, N. Y. 
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A HANDSOME 2 PEN NOBLOT DESK SET WITH JET BLACK BASE 
PLUS % GROSS OF MONGOL PENCILS WITH DIAMOND STAR’LEAD 
Both items in standard packing! 

HANDSOME TWO-PEN NOBLOT DESK SET. Anew '% GROSS MONGOL PENCILS WITH NEW “‘DIA- 
concept in desk ball pen design and economy. MOND STAR" LEAD, Choice of 2 or F Degree. 

Keeps ball pens on the desk—where they belong! Unbelievably long writing mileage! 


: ' ; 
Full-length 534” NOBLOT replaceable ink TER Ga CR 
cartridges! Silky smoothness! 


Two chrome-trimmed NOBLOT pens: blue ink, Jet black writing! 
red ink! 


Uniformity of degree! 
A necessity for every desk! Famous Pink Pearl eraser! 


Don’t miss out on this bonus offer to boost your sales—46% gross profit for you! See your EBERHARD FABER represen 
tative or write to Sales Department, EBERHARD FABER PEN & PENCIL CO. INC., Crestwood, Wilkes-Barre, Pennsylvaniaay 


SINCE 1649 q 
G EBERHARD FABER 
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/ CO 


Wilikes-Barre, Pennsyivania-New York-Toronto, Canad@ 
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